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Life Associations 
Protest Proposed 
Tax Regulations 


Oral Presentation Made 
Wednesday By ALC, LIA, 
LIC At IRS Hearing 


WASHINGTON—Oral presentation 
was made Wednesday by officials of 
lie insurance associations and com- 
panies at an Internal Revenue Service 
nearing on proposed regulations deal- 
ing with phase 1 of the life insurance 
company income tax act of 1959. The 
hearing is being held to obtain the 
views of the life insurance business 
and other interested parties prior to 
the first formal promulgation by the 
commissioner of internal revenue of 
regulations under the new act. 

The hearing followed submission by 
American Life Convention, Life Insur- 
nce Assn. of America, and Life In- 
s3urers Conference of a letter and 
smemorandum to the commissioner in 
which they took exception to 12 points 
in the proposed regulation. 


Emphasizes Five Items 


In the memorandum the life insur- 
ance spokesmen emphasized five items 
cited but not previously elaborated in 
the letter to the commissioner. Among 
these were objections to the proposed 
regulations dealing with the section on 
definition of reserves required by law. 
In the discussion of reserves the mem- 
orandum emphasized four points: 

1. The proposed regulation, sudden- 
ly, without warning, study or consider- 

tion of the far-reaching results, would 
pset the long-time administrative 
construction of “life insurance re- 
erves,” unsupported by either any 
ignificant change in the statute or 
ny judicial holding. 

2.The proposed regulation, if 
pdopted, would render negatory or in- 
(CONTINUED ON PAGE 22) 


U.S. Chamber Urges 
Private A&S Plans For 
All Retired Workers 


The U. S. Chamber of Commerce in 
ts weekly newsletter, “Washington 
Reporter,” urges business firms volun- 
frily to make group health insurance 
overage available to all employes 
uring their retirement years. Cover- 
e should be offered both to former 
ployes who have already retired and 
present employes when they retire, 
e@ newsletter says. 
The newsletter, addressed mostly to 
aployers, terms the retired employe, 
vr ambassador of good will in the 
imunity,” saying that “the econo- 
well being of your retired worker 
uuld be of concern to you. And, as 
1 know, nothing can destroy the 
rale of a retired person living on a 
2d pension quicker than a serious 
‘ess that wipes out his savings and 


ves him disgruntled and bitter in 
old age.” 
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Mutual Of N.Y. Assails 
Reader's Digest Piece 


The article “Have You Read Your 
Insurance Policies Lately” in the Octo- 
ber Reader’s Di- 
gest has caused 
President Roger 
Hull of Mutual of 
New York to write 
Editor DeWitt 
Wallace criticizing 
the article. Here is 
Mr. Hull’s letter: 

“The article by 
Frank Taylor in 
the October issue 
may prove to be a 
disservice to your 
readers. Certainly 
it is a disservice to the life insurance 
business. 

“Mr. Taylor’s criticism of the ‘fine 
print’ is applied to insurance in gener- 


Dr. Gudger Elected 
President Of Life 
Medical Directors 


NEW YORK—Dr. James R. Gudger, 
medical director of Mutual of New York 
was elected president of Assn. of Life 
Insurance Medical Directors at its an- 
nual meeting here. Dr. Gudger suc- 
ceeds Dr. Ennion S. Williams, vice- 
president and medical director of Life 
of Virginia. 

At the meeting, Dr. Gerald R. Col- 
lyer, London Life, was named presi- 
dent-elect, Dr. D. Sergeant Pepper, 
Connecticut Mutual Life, vice-presi- 
dent, Dr. Royal S. Schaaf, Prudential, 
secretary, and Dr. Albert R. Larson, 
Travelers, treasurer. Dr. Whitman M. 
Reynolds, Equitable Society, was 
elected editor of the transactions of the 
association. 


Roger Hull 





al, and this is unfortunate. As it relates 
to life insurance this is a criticism 
that might well have been written 30 
years ago but is invalid today. _ 
“Mr. Taylor also refers the public to 
the National Assn. of Insurance Agents 
for honest and expert advice on insur- 
ance. This is primarily an organization 
of property and casualty insurance 
company agents, and it is doubtful that 
many of the agents who would re- 
spond would be trained to give quali- 
fied counsel in life insurance matters. 


Could Cause Confusion 


“We are disturbed about this article 
because the great influence and cir- 
culation of the Reader’s Digest will 
cause confusion in the public mind. 
Our people across the United States 
and Canada will be receiving many 
inquiries and criticisms as a result of 
it. For this reason we deem it neces- 
sary to distribute to our organization 
an answer to the article. A copy of this 
answer is enclosed. 

“It is our hope that the Digest, in 
the interest of its readers, and in fair- 
ness to our business, will run another 
article soon, presenting this question 
from a more balanced point of view, 
and differentiating life insurance from 
other forms of insurance coverage.” 

After the opening paragraph, the 
company’s letter to the field force reads: 

“Instead of being a helpful, con- 
structive and informative article, as 
the title implies, it turns out to bea 
warning that people had better keep a 
close watch on these slick ‘insurance 
companies’ that take advantage of 
policyholders in the ‘fine print.’ So far 
as the life insurance business is con- 
cerned, this is the kind of article that 
might better have been written 30 
years ago. In complaining about things 


(CONTINUED ON PAGE 16) 


ALC Financial 
Section Is Given 
Optimistic Outlook 


Carleton G. Lane Succeeds 
Sherwin Badger As Chairman 
During ALC Annual Meeting 


At the American Life Convention 
Financial Section meeting held last 
week during the annual meeting of 
ALC, Sherwin C. Badger, financial 
vice-president New England Life, 
speaking as section chairman expressed 
optimism concerning the stability of 
the American dollar, the future of the 
nation’s gold reserves and foreign 
trade position. 

“Recent heavy withdrawals of gold 
from the U.S. to foreign countries 
obviously cannot continue indefinitely 
without impairing our monetary base,” 
he said. “Fortunately, however, there 
is no evidence that recent withdrawals 
have been caused by foreign mistrust 
of the dollar. On the contrary, foreign 
confidence in the dollar is demon- 
strated by the fact that foreigners have 
added substantially more to their 
short-term dollar claims than to gold.” 


Higher Interest In Europe 


Mr. Badger said a large part of re- 
cent withdrawals can be traced to 
capital movements to take advantage 
of the substantially higher interest 
rates available in Europe. Another 
part reflects a return by foreign cen- 
tral banks to their pre-war policy of 
keeping a large part of their reserves 
in gold. 

“We have a favorable trade balance. 
Our international payments deficit is 
the result of capital transactions, for- 
eign aid and foreign defense. It is by 
no means impossible that the deficit 

(CONTINUED ON PAGE 10) 








During a 35-minute visit of officers of NALU and Austen College at the White House, President Eisenhower praises 
the contributions of career life agents and the life insurance business. Pictured in the President’s office are, from left, 
Dr. S. S. Huebner, president emeritus of American College; Louis J. Grayson, Travelers, Washington, D. C., NALU 
treasurer; Julian S. Myrick, Mutual of New York, New York, past president of NALU and former chairman of Ameri- 
can College; Paul F. Clark, chairman of John Hancock and chairman of American College; William S. Hendley Jr., Mu- 
tual of New York, Columbia, S. C., immediate past president of NALU, and President Eisenhower. Also, William E. 
North, New York Life, Evanston, Ill., NALU president; Robert Dechert, counsel of American College and former counsel 
of the U. S. Department of Defense; R. L. McMillon, Business Men’s Assurance, Abilene, Tex., NALU vice-president; 
Lester O. Schriver, NALU executive vice-president; Albert C. Adams, John Hancock, Philadelphia, NALU past presi- 
dent, and Marvin A. Kobel, NALU director of public relations. 









Deconcentration Of 
Power Trend Seen 
In Life Industry 


Deconcentration, not concentration, 
is the true state of affairs in the life 
insurance business, and has been for 
the last 20 years and more, William A. 
Berridge, economist of Metropolitan 
Life, told the Symposium on Govern- 
ment & Insurance at the University of 
Wisconsin. 

Mr. Berridge was one of two speakers 
on concentration or deconcentration in 
the life insurance business. The other 
speaker was Robert A. Bicks, acting 
assistant attorney general in charge of 
anti-trust investigations for the U. S. 
Department of Justice. The speakers 
expressed few differences of opinion, 
and Mr. Berridge at one point cited a 
statement by Mr. Bicks that ‘fa great 
deal of top insurance company growth, 
a most unusual portion, has stemmed 
from internal expansion rather than 
absorption of other insurers.” His talk 
will be reported in an early issue. 


Smaller Insurers Writing Larger Share 


Supporting the deconcentration the- 
sis, Mr. Berridge cited the progressive- 
ly larger and larger share of insurance 
business being written by smaller 
companies over a period of several 
decades. He also pointed out the chang- 


ing position of various companies in. 


industry ranking over the last half 
century. Today’s top 10 companies 
ranked 4, 5, 3, 9, 1, 10, 6, 19, 17 and 38, 
respectively, at the time of the Arm- 
strong investigation into the insurance 
industry. 

Besides deconcentration in relative 
company sizes, geographic deconcen- 
tration away from the northeastern 
states, both in charterings of new 
companies and in investment flows to 
the younger part of the economy, were 
cited by Mr. Berridge. 

He pointed out that the life insur- 
ance business as a whole exerts little 
or no more power in relation to the 
national economy as a whole now than 
10 or 25 years ago. For example, sav- 
ings invested in life insurance are still 
only about 10% of total personal and 
institutional saving. 

Mr. Berridge also noted that savings 
accumulating in life companies and 
other leading institutions are steady, 
rather than accelerating, growers and 
that life insurance is the slowest 
grower of them all. For instance, in 
the last five years, savings in life 
insurance companies have multiplied 
only 170%, in contrast to 400% for 
savings and loan associations, 500% for 
trusteed pension funds, and 600% for 
mutual funds. 

He also debunked the stress laid on 
the “decision-making power” of com- 
mon stocks held by life companies, 
pointing out that these holdings 
amounted to only .7% of all common 
stocks outstanding in the United 
States, as contrasted to the 4% of all 
common stocks held by mutual funds. 


Gravengaard To Address 


Cleveland Assn. Luncheon 


H. P. Gravengaard, vice-president of 
the National Underwriter Co. and 
executive editor of the Diamond Life 
Bulletins department, will address a 
luncheon meeting of the Cleveland Life 
Underwriters Assn. Thursday, Nov. 3, 
on “Ideas That Will Sell Business Life 
Insurance.” Guests will include trust 
officers, lawyers and accountants. 
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Conspiracy To Hobble Federal-State 
Medical Care Plan For Aged Charged 


The president of American Medical 
Assn., Dr. E. Vincent Askey, believes 
that at the moment “there seems to be 
a conspiracy to prevent the new joint 
federal-state medical care program for 
the aged from going into effect around 
the nation.” 

Speaking at the annual meeting of 
American Life Convention in Chicago, 
Dr. Askey said that those favoring the 
social security approach would have 
states believe that the development of 
the Mills-Kerr act at the state level is 
too difficult and too confused. 

“Their object obviously is to keep as 
many states as possible from adopting 
legislation implementing the new leg- 
islation passed by Congress and signed 
into law by President Eisenhower,” he 
said. 

“As backers of this voluntary, fed- 





Van Horn Is President, 
McKell Chairman Of 
American Life (N. Y.) 


Paul E. Van Horn, executive vice- 
president of American Life of New 
York, has been 
elected president 
to succeed William 
E. McKell, who 
was elected to the 
newly-created post 
of chairman. 
American Life is 
the affiliate of 
American Surety, 
of which Mr. Mc- 
Kell is chairman 
and president. 

Mr. Van Horn, 
a CLU, joined 
American Life as a vice-president in 
1956, and was chosen executive vice- 
president early last year. 


Thacher Names NAIC 


Arrangements Unit 


NEW YORK—Superintendent Tha- 
cher as host commissioner has ap- 
pointed an insurance industry com- 
mittee on arrangements for the annual 
meeting here Nov. 28.-Dec. 2 of Na- 
tional Assn. of Insurance Commis- 
sioners. Meeting headquarters will be 
at the Hotel Commodore. 

The arrangements committee con- 
sists of John R. Barry, Corroon & 
Reynolds, chairman, and Edward L. 
Mulvehill, American Re, treasurer. 
Other members are Kenneth E. Black, 
Home; William H. Deatly, Title Guar- 
antee Co.; Thomas R. Dew, Chubb & 
Son; J. Dewey Dorsett, Assn. of Casu- 
alty & Surety Companies; Charles G. 
Dougherty, Metropolitan Life; Dudley 
Dowell, New York Life; J. Victor Herd, 
America Fore Loyalty group; Roger 
Hull, Mutual Life, Davidson Sommers, 
Equitable Society, and Miles F. York, 
Atlantic Mutual. 


Paul E. Van Horn 


Harry Phillips Is Speaker At New 


England Life Nouri Agency Meeting 

Harry Phillips III, Penn Mutual 
Life, and president of New York City 
Life Underwriters Assn., was the 
speaker at the first of a series of edu- 
cational meetings conducted at the 
Nouri agency of New England Life at 
New York. Mr. Phillips discussed how 
to make general insurance selling 
pay. The educational meetings are held 
on alternate Fridays and future ones 
will deal with such subjects as busi- 
ness insurance, pension, and group in- 
surance sales. 


eral-state matching grant program, all 
of us must do everything possible to 
see that all states participate. I am 
gratified to report that several states 
already have joined the program. In 
adopting regulations for eligibility and 
benefits, these first states apparently 
were neither confused nor slowed by 
so-called difficulties or ambiguities.” 

Dr. Askey assured his audience that 
American Medical Assn. will do ev- 
erything possible to get states signed 
up. Just two weeks ago AMA issued 
a joint statement with American Hos- 
pital Assn. urging the early adoption of 
implementing legislation in every state. 

“Having gained this Mills-Kerr vic- 
tory,” he said, “we must not become 
apathetic and forget the follow-up or 
leave the details to others. We must 
do what we can to see that all the 
needy and the near-needy aged re- 
ceive the medical help they have eom- 
ing under the new law.” 


‘Superb Job’ Done 


Paying tribute to voluntary health 
insurance, Dr. Askey spoke of the 
“tremendous progress” that had been 
made by the insurance business and 
the medical profession in covering mil- 
lions of Americans. 

“A superb job has been done, is be- 
ing done, and will continue to be done. 
I urge you to forge ahead with speed, 
with wisdom and with consciousness 
of costs. 

“Specifically, I hope you continue 
to improve and promote major medical 
coverage. Extraordinary progress has 
already been made in this area of vol- 
untary health insurance. And I believe 
that you will agree with me: major 
medical coverage cannot be allowed 
to fail. 


AMA Is Cooperating 


“T also wish to point out to you that 
the American Medical Assn. is coop- 
erating with you in trying to keep in- 
surance costs and medical and hospital 
costs as stable as possible. 

“The American Medical Assn. is on 
record opposing increasing professional 
fees just because people have insur- 
ance coverage. Our association believes 
that to use insurance as an excuse to 
hike professional fees contributes to 
the evential defeat of these insurance 
programs.” 
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NALU Chief Urges 


Insurance Research, 
Unit At University | 


Thinking in the life insurance fy 














ness may at times tend to be too, 
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William E. North 


W. D. Grant 





+ 
stricted and “we would be wise} 
study the idea of establishing a 
and health insurance research cer 
at some prominent university wid 
experienced in the fields of research} 
said President William E. North 4 
National Assn. of Life Underwritersj 
his talk at the traditional Tom Gra 
breakfast of Business Men’s Assurang 
during the annual meeting of Ame 
can Life Convention in Chicago. 

“It might serve to bring about th 
better understanding we seek in of 
relationship,” he said. “Other indus 
tries have been doing this for years, jj 
addition to their own great resea 
programs.” 


Urges Strong Position 


Mr. North also urged taking a mud 
stronger position against governme 
expanding into the life insurance bu: 
ness, uniting against the divide-and 
conquer technique of piling up t 
burdens on savers, fighting inflatia 
with more emphasis on _ permanef 
cash value life insurance, finding 
answer to group insurance problem 
improving persistency and giving th 
highest possible priority to commun 
cations—companies to field and fid 
to companies. 

William D. Grant, president 
B.M.A., acted as toastmaster. 





























The Mutual Trust Life sales for 
in September was led by Elliott Adle 
East Rockaway, N.Y., and How 
Katzen, Jamaica, L.I. 








; =o ieee. 
L. V. Drury, Sun Life of Canada, Philadelphia, chairman of the committee 
past national chairmen of General Agents & Managers Conference of NAL’ 
right, presents life memberships in the organization to former GAMC cha 
at the conference’s annual meeting in Washington, D. C. Standing, from le 
are Charles W. Campbell, Prudential, Jacksonville, Fla.; Ray Wertz, Unit 
States Life, Detroit; Judd C. Benson, Union Central Life, Cincinnati; L. Me 
timer Buckley, New England Life, Dallas, and Walter G. Gastil, Connecti¢ 
General, Los Angeles. Seated are Robert N. Pitcher, John Hancock, Bos 
vice-chairman of GAMC and Mrs. Leonard T. Smith and Mr. Smith, Prudent 
Cranston, R. I. Mr. Smith is immediate past chairman of GAMC. 
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Bennett Cerf, President of Random House, Inc., world-famous publishers of fine books including The Modern Library and 
The American College Dictionary; Henry Moyer, Jr., of New England Life. 






Bennett Cerf and Henry Moyer, Jr. collaborate 


on a Profit Sharing Plan for Random House 


Meeting and working with interesting men like Bennett 
Cerf is one of the most satisfying things about his career 
with New England Life, according to Henry Moyer, Jr. 
(Dartmouth °51). 

Recently, he presented to Mr. Cerf his proposal for a 
revised Profit Sharing Plan for the staff of Random House. 
They went over the details together and developed a 
program which will benefit employees in every salary 
bracket — providing more life insurance protection for 
less money than was previously possible. 

Henry will, of course, work closely with company 
officials in servicing this plan through the years. And he'll 
continue the personal programming for a number of the 
executives at Random House. This one report of Henry’s 


activity is just a part of the outstanding job he’s been do- 
ing for New England Life, ever since he joined us in 1952. 

If a career of this sort appeals to you, investigate the 
opportunities with New England Life. You get a regular 
income from the start. You can work anywhere in the 
U.S. A. Your future is full of substantial rewards. 

For more information, write to Vice President L. M. 
Huppeler, 501 Boylston Street, Boston 17, Massachusetts. 


NEW ENGLAND 
Mill LA FE Le et 


THE COMPANY THATFOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1063S 








Bill McDonald, New Exaiend tite (left) with Nicholas Camblin, President, Cambiin Steel 


Service, Inc., Sacramento, Cali 


Bull discusses contract with Camblin attorney George Paras. The company owners, Mr. & Mrs. 
je, and will continue to use Bill's 


Cambiin, are enthusiastic about thei corporation coverag 
services to meet the needs of their expanding business interests. 


Bill McDonald delivers a policy for $250,000 


after only 8 months of selling life insurance 


Bill McDonald had a fine record as an enlisted man and 
commissioned officer in flight engineering. After his dis- 
charge, Bill wanted a career where his initiative would 
enable him to get ahead fast. A job where his earnings 
would be directly related to his efforts and ability. 

A leading Sacramento employment agency told Bill that 
life insurance selling — and specifically, life insurance 
selling with New England Life — would give him the best 
opportunity to realize bis ambitions. tle went to our 
General Agent in Sacramento and was impressed by what 
this company could do for him. He was especially inter- 
ested in the training and supervisory support which would 
quickly prepare him to enter the more challenging areas of 
estate and business security planning. 

Bill has done an outstanding job. This quarter-million 
dollar policy is representative of the kind of performance 


Our 






that brought him our Rookie of the Year Award for 1959. 

If a career like Bill McDonald's appeals to you, there 
may be a place for you with New England Life. Men who 
meet and maintain our requirements get a regular income 
right from the start and can work practically anywhere in 
the United States. 

For more information, write Vice President John 
Barker, 501 Boylston Street, Boston 17, Massachusetts. 


NEW ENGLAND 
Miital LAF ES 4 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA — 1835 


125th Anniversary of Our Charter 
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These ads, and others like them, appear in In this way we have illustrated how qualified 







college alumni magazines across the nation. men can earn good incomes and achieve 


They demonstrate the success the New England stature in their communities through a career 


in life insurance. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA-1835 





Life agent achieves through service to the 
important people in his community. They also 
show the personal and financial satisfaction 


our agents receive while assisting clients 





toward a better, more secure life. 








REINSURANCE 


THE PLUS FACTOR 


in A & S underwriting is 
Reinsurance, adding capac- 
ity and security as demand 
is steadily mounting. 


Employers Re—pioneer in 
Reinsurance service to 
A & S carriers, is ready to 
serve you. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCISCO 
100 Bush St. 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 





We Now have opportunities for 
career Life Underwriters in 
every area we serve. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 
FOUNDED 1909 
HOME OFFICE * HOUSTON, TEXAS | 
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Affiliated Companies 
Superior Insurance Company | 
Sentinel Indemnity Company 
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Ask More Searching Questions In 
Non-Medical Cases, Lawyer Uries 


A suggestion that life insurance 
companies ask more searching non- 
medical questions of applicants for pol- 
icies was made at the American Life 
Convention’s Legal Section meeting at 
the Edgewater Beach Hotel, Chicago, 
by Robert H. Reno, general counsel of 
United Life & Accident. He said that 
examination of the application forms 
currently used by a number of com- 
panies indicates that very little attempt 
is made to elicit non-medical informa- 
tion concerning the applicant. 

“There is the ubiquitous question 
about occupation—but there is a glar- 
ing weakness even in this question in 
many application forms which fail to 
inquire if the man has more than one 
occupation,” he observed. 


Few Ask About Journeys 


“A few companies inquire about 
expected journeys or hazardous un- 
dertakings, but they are precious few. 
Although some companies may inquire 
generally and in broad terms as to 
non-medical information which has a 
bearing on the risk, or specifically 
about hobbies and avocations, and 
gambling habits, and association with 
criminals and racketeers, and convic- 
tions of crimes involving violence or 
moral turpitude—yet none of these or 
similar questions have come to my 
attention. 

“But isn’t this kind of information 
material to the risk? Isn’t it just as 
important to know whether an appli- 
cant is a skindiver, or a mountain 
climber or an auto racer or a parachute 
jumper, or that he has unpaid gam- 
bling debts of thousands of dollars, 
or that his associates attended the Ap- 
palachin meeting, as it is to know 
whether he has ever had severe head- 
aches, or a sunstroke, or indigestion, 
or poor eyesight or impaired hearing? 


Inspection Often Fails 


“The easy answer is that an inspec- 
tion will reveal this kind of informa- 
tion; but as a matter of fact it often 
fails.” 

The answer, Mr. Reno said, al- 
though oversimplified and exaggerated, 
is that the agency departments insist 
that asking too many questions might 
tend to embarrass the applicant and 
kill sales. The actuarial departments 
tend to reduce everything to averages 
and say that everything will come out 
all right in the end. The underwriters 
want as much information as possible 
—although even when they get it they 
may be subjected to pressure by their 





colleagues in the agency departmen, 
to ignore it. And those in the legal 
departments fail to insist in the 
instance that the right questions 
asked. 

Chances are great, Mr. Reno 
that a company may decide that the 
doctrine of concealment is so ana. 
chronistic that the game may not fp 
worth the candle, and thus not conteg 
a claim where there is a question g 
undisclosed non-medical facts in the 
policy application. 

“We hear a number of feeble expla. 
nations for this sad state of affairs” 

(CONTINUED ON PAGE 22) 


MDRT Foundation Se 
To Initiate Projects 


With the formative and organiza. 
tional phase of the Million Dolla 
Round Table 
Foundation near 
completion and 
with contributions 
being received at 
an increasing pace, 
the foundation 
now is in a posi- 
tion to initiate 
projects and ac- 
tivities geared to 
the benefit of the 
public and the life 
insurance business, 
according to Adon 
N. Smith II, Northwestern Mutual Life, 
Charlotte, N. C., president of the foun- 
dation. The foundation held a meeting 
at Washington during the recent NALU 
convention. 

Mr. Smith said the foundation had 
received 110 gifts and contributions 
from members of MDRT, life compa- 
nies, and other friends of the Round 
Table. He called this interest and re- 
sponse, even before the selection of 
specific projects, ‘“‘most heartwarming” 
and said it promises a successful future 
for the foundation. 

As reported in THE NATIONAL UNDER- 
WRITER for Oct. 8, the foundation has 
set up three scholarships at the Oak- 
land branch of Michigan State Univer- 
sity, made possible by a designated gift 
from a Round Table member, Dan S. 
Holefca, independent, Detroit. Mr. 
Smith said several other activities are 
under consideration and as additional 
funds become available, new projects 
will be initiated. 





Adon N. Smith I! 











The Minuteman 


Symbol of Success 
to a fast-growing group 
of General Agents 


Old Republic 


LIFE INSURANCE 
CHICAGO 1, ILLINOIS 
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The All Lines Insurer, Variable 
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annuity principle, was launched there 
a little less than three years ago. It 
was not suddenly invented by any one 
man, but was, rather, the end result 









@ N ® e of much exchange of ideas in the in- 
>partment ult And rust Combinati surance market place over a _ long 
the legal nn y, on period of years. It was brought into 
1 the firs being, however, by George J. Stewart, 
esti . : . 
tons te By BRUNO SHAW, fixed return, assumes no true risk in variable annuity insurances are to be teh a Gaea ee coe 
Reno said, Public Relations Consultant the insurance sense, and that “the subject to supervision by Securities & and England, and chairman of London 
> that the New York variable annuity places all the invest- Exchange Commission. & Edinburgh Ins. Co., an all lines 
; SO ans. ment risk on the annuitant, none on Now, let us see what happened in insurer including life, and of Unicorn 
AY not be} The business of insurance is so par- the company. London when an endowment variable Trust, the last two constituting the 
Ot Conte | adoxical in nature that if Lewis Car- The court ruled, therefore, that insurance policy, based on the variable (CONTINUED ON PAGE 19) 
uestion off roll had ever become involved in it 
ts in the}instead of choosing to follow a con- 


siderably more serene career in the 
ble expla. | ministry, he might well have had the 
f affairs”}March Hare, or at least the Hatter, 
22) comment suitably on it. 
———— | In England, the most government 
controlled economy of all the free 
in Sei nations, the insurance industry is al- 
most wholly unfettered by government 
ct regulation. In the United States, which 
s prides itself on being every bit as 
organiza. | much the home of free enterprise as it 
n Dollar} does on being the home of the free and 
Table|the brave, insurance is government 
M near|regulated down to the ultimate mote. 
ion and} It was quite in the tradition of each 
tributionsjof these countries, therefore, — that 
‘eived at}when the variable annuity was intro- 
sing pace, duced in Britain many years ago, it 
indationgmet with acclaim. And that when it 
1 a posi-fknocked on the door of the insurance 
initiategmarket in the U.S., the majority of 
and ac-ginsurance companies rejected it out of 
eared tofhand, and it had to fight its way up to 
it of thegthe U.S. Supreme Court before it was 
1 the lifegallowed to enter, and then only with 
business, JSEC brakes imposed upon it. 
to Adon§ Actually, the variable annuity was 
ual Life, 
he foun- 
meeting 
it NALU 


We helped put the 
frosting on Harold 
Eggleston's 
Birthday 

Cake 


first proposed in the United States as 
long ago as 1936, but at that time it 
was viewed generally as an exercise 
in insurance semantics rather than as 
a reasonable means of providing a 
stable income for the annuitant in his 
later years. 


tion had 
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compa- 
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arming” 
11 future 


Guarantees Nothing 


In a 5 to 4 decision making variable 
annuity contracts, and the companies 
that write them, subject to the federal 
securities laws, the Supreme Court, in 
March 1959, made this comment: “It 
(the variable annuity) guarantees 
nothing to the annuitant except an 
interest in a portfolio of common 
stocks or other equities—an interest 
that has a ceiling but no floor. There 
Dan S.Jis no true underwriting of risks, the 
it. Mr.gone earmark of insurance as it has 
ities aregcommonly been conceived of in popu- 
ditionalj/ar understanding and usage.” 

projects} In delivering the court’s opinion, 
Justice William O. Douglas held that 
“In hard reality, the issuer of a vari- 
able annuity that has no element of a 
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Harold F. Eggleston prepares to blow out the candles on bis 75th birthday cake as Mrs. E ggleston looks on 


= 


lost none of his sparkle and zest for life. 

The coincidence of Harold Eggleston’s birthday is 
unusual. Only a handful of our more than 450,000 policy- 
holders reached age 75 on the same day that NWNL did. 
But his happy experience in relying on life insurance to 
make his brighter dreams come true is typical of thou- 
sands of our policyholders across the country. In keeping 
faith with them day by day, NWNL, at 75, continues to 
put welcome meaning into its motto: Life Insurance 
for Living! 


N/W NATIONAL 


ife Insurance for Living 


On Thursday, September 15, Northwestern National 
‘- Life Insurance Company celebrated its 75th birthday. 
So did Harold Eggleston of Faribault, Minnesota, USA 
—retired optometrist, grandfather, respected citizen, 
and happy beneficiary of a monthly life income guaran- 
teed by NWNL. 

Our partnership with Mr. Eggleston began on a bleak 
winter day in 1930. Times were tough and getting worse, 
but that didn’t keep him and his wife from looking opti- 
mistically ahead. Among other things, they hoped the 
time might come when they could take life a bit easier. 
They knew that to retire in more-than-average comfort 
would require systematic planning and saving. Life insur- 
ance looked like the best kind of savings plan. It offered 
protection to Mr. Eggleston’s family from the very first 
day he started saving, and it guaranteed—with no ifs, and 
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Levering Cartwright 
INSURANCE STOCKS 





Cer 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building or buts—a specific amount of money for him if he lived, a "0, 
Chicago 4. Iinoi or for his family if he didn’t. NORTHWESTERN NATIONAL % 
WAbash go 4, Illinois Each year for 20 years Mr. Eggleston made an annual LIFE INSURANCE CO. a $ 
ash 2-2535 Teletype CG1475 payment to NWNL until he reached his 65th birthday, Minneapolis, Minnesota 2 bd 









back in 1950. Then we began paying him. To date we 
have paid him nearly $13,000 and chances are we'll send 
him many more monthly checks, for at age 75 he has 


Founded September 15, 1885 
HOME OFFICE: 430 Oak Grove 


You may telephone orders collect. 


a 
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Arbitrators Role Seen Growing 
In Management-Labor Disputes 


As a result of five “landmark” de- 
cisions of the United States Supreme 
Court in 1960 in the general area of 
labor-management disputes, manage- 
ment decisions are more likely to be 
subjected to the judgment of impartial 
arbitrators, John B. Stoddart Jr., as- 
sistant general counsel of Prudential, 
warned at the annual meeting of the 


American Life Convention Legal Sec- 
tion in Chicago. He listed the signifi- 
cant cases as: 

1. NLRB vs Insurance Agents’ In- 
ternational Union. 

2. Order of Railroad Telegraphers 
vs Chicago & N.W.R. Co. 

3. United Steelworkers of America 
vs American Mfg. Co. 


4. United Steelworkers of America 
vs Warrior and Gulf Navigation Co. 

5. United Steelworkers of America 
vs Enterprise Wheel & Car Corp. 


Arbitrators’ Role Expanded 


As a result of these revolutionary 
decisions, Mr. Stoddart said, the role 
of arbitrators in resolving labor-man- 
agement disputes will expand. 

“There has been a slow erosion of 
management rights in the never-end- 
ing battle by labor in seeking to either 
negotiate or arbitrate the exercise of 
management rights,” he said. “The 
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NOW...a new “packaged series” of non-cancellable, guaranteed renewable income replacement policies 
SECURITY MUTUAL DESIGNED to sell to SMALL BUSINESSMEN, PARTNERSHIPS, KEYMEN, 
BUSINESS and PROFESSIONAL WOMEN, FARMERS! Take a good look at these business-building | 
features: 1-WAIVER OF PREMIUM while your insured is totally disabled, even beyond his benefit | 
period; 2—DIVIDENDS to reduce premiums, to accumulate at interest, or in cash; 3—OPTIONAL 
PARTIAL DISABILITY for S & A male risks; 4-NEW PROSPECT PROBABILITIES with coverage 

now extended to the vast female market of business and professional women, and also to farmers; 5— 
EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a fill-in schedule that eliminates riders. 

Five policies are featured in this new “packaged program”: three S& A, two Accident-Only. Here you have 


the kind of income protection needed by today’s small businessmen...partnerships...keymen...profes- 
sional men... business and professional women... farmers! Here you have coverage and flexibility backed 
by the recognized quality and prestige of Security Mutual! Check on this most-sellable insurance package 
in years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


9 


Richard E. Pille, President. = 


Harland L. Knight, 
Agency Vice President. 





your security our mutual responsibility 





81 


EXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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quasi-judiciary—arbitrators—h 4s C Je. 
enhanced to the extent that a ney} ~*°"- 
common law of labor relations ha 
been created. He 

“The Southeastern Underwrite, ) 
case of 1944 held that the business ¢; 
insurance was commerce, and thy Is i 
when conducted across state lines ; 
was interstate commerce, and there. Help 
fore subject to the Sherman anti-trug} to be» 
act. On the same day the court he] acquir: 
in a unanimous decision in the Polish.]| ments, 
National Alliance case that a fra} the gr 
ternal benefit society was subject t lenge 
the national labor relations act. ment < 
There Can Be Problems kind, 

Zimme 

“Consequently, where an employer.] jdent 
employe relationship exists in the lit# cut M 
insurance business, there can be prob.} said at 
lems with respect to the national la.| meetin; 
bor relations act. can Li 

“The efficient operation of a lifel tion at 
insurance company demands aggre} water | 
sive decision-making which necessarily} in Chic 
must be retained by management t “Exec 
protect the interest of the public ang} success 
the policyholder. The so-called man.] the abil 
agement rights should be kept fre} people,” 
from interference, except to the ex} cation, i 
tent that state regulatory supervision} needed. 
is necessary to protect the policyhold{ “Perh 
ers. ecutive 
Limits Right To Manage qaren 

people? - 

“The effect of the Supreme Courf their ow 
decisions possibly limits the right t@ he moti) 
manage by subjecting managemen{ on their 
decisions to arbitration where suct§ people tc 
decisions are contested by a union inf are capa 
conformity with the arbitration cla 
of collective bargaining agreements.) Discusse: 

“Since the famous case of Linco) Discus 
Mills, decided in 1957 by the United life insu 
States Supreme Court, there has man said 


increased interest by federal courts im’ company 
the regulation of arbitration proceed¥ to motiv: 
ings pursuant to collective bargaining and field 
agreements. The 1960 cases will creatd tion more 
grave and serious problems in thi¥ the case, 
area, and will require company negof next dec 
tiators to insist on more _ specifig never bef 
language in arbitration clauses tg Sales wor 
guarantee to the companies their righf would be 





and responsibility to manage.” operating 

= cline and 
Life Industry Panel On ae 
Program Of Controllers be full-t 
Institute Annual Meeting ——. 


Robert A. Miller, vice-president anj 
controller of State Mutual Life, wi Federa 
conduct a life insurance industry roum s 
table at the annual conference of Con New Fi 
trollers Institute of America, Oct. 


Federal 

26, at the Fairmont Hotel, San Frat group pr 
cisco. ; companie 
Robert C. Johnson, Union Centr a. 
Life, will be vice-chairman of t $20,000; ac 
round table and will also speak Gherment b 


“Management and Control Reports§ agg ee 
Other speakers and their topics includ gical-me di 
Burnell H. Miller, State Farm 4 major med 
“Long Range Planning in the Life on ¢ 
surance Business,” Charles B. Li NY may also i 
ford, Equitable Society, “Organizati as a part o. 
and Administration of the Controle it is peliey 


Job in an Insurance Company,” ®finclusion o 
Robert M. Tracy, National Life Fthe group 
Vermont, “Budgets-Home Office 54 

enses.” 

' Lutheran | 


Simon Heads NALU Unit C euiutheran 


T sales of 
Constitution, Resolution —_flargest am. 
Roy D. Simon, agent for Penn M ten in one ; 
tual Life at Chicago, has been namé Granrud, p 
chairman of NALU’s committee on cogenabled the 
stitution and resolutions. million quo 
Mr. Simon has been active in 4" its ann 
Chicago and Illinois associations Paign. Twe 
has been a member of NALU commiéencies ex; 
tees on constitution and resolutiog°usiness, th 
nominations, field practices, age atrice, Neb. 
and compensation. $2,644,026 
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has ben! ¢, J, ZIMMERMAN’S VIEW: 
it a ney 
tions has 
lerwriters 
USiNess of 
and that 
e lines it 
nd there. Helping people to give their best, 
anti-truy} to be worthy of their God-given and 
ourt held] acquired en dow- a 2 
1e Polish} ments, is perhaps 
t a fra the greatest chal- 
subject th} lenge to manage- 
act. ment and to man- 
kind, Charles J. 
Zimmerman, pres- 
employer-f ident of Connecti- 
n the life} cut Mutual Life, 
be prob-| said at the annual 
tional la.] meeting of Ameri- 
can Life Conven- 
of a lifel tion at the Edge- 
is aggres.| water Beach Hotel ee 
ecessarily} in Chicago. 
sement to “Executive success. and corporate 
ublic and} success depend to a great degree on 
led man-| the ability to get things done through 
kept freef people,” said Mr. Zimmerman. “Dedi- 
9 the ex-f cation, inspiration, motivation—all are 
upervision| needed. Logic alone is not enough. 
Olicyhold{ “Perhaps the acid test for any ex- 
ecutive lies in the answers to these 
questions: Does he deal effectively with 
people? Does he motivate people to find 
me Cour their own solutions to problems? Does 
2 right t# he motivate people to follow through 
anagemen# on their solutions? Does he motivate 
here suclf people to do the best job of which they 
are capable?” 
Discusses Human Relations 





Discussing human relations in the 
life insurance business, Mr. Zimmer- 
man said, “If the management of any 
company could come anywhere close 
to motivating its present home office 
and field forces to deliver even a frac- 
tion more of their potential than is now 
the case, that company during the 
next decade would rise to heights 
never before attained by any company. 
Sales would be at a new high. Lapses 
would be at a new low. Turnover and 
operating costs would drastically de- 
cline and, therefore, insurance costs 
would be markedly lower. Service to 
policy-owners and beneficiaries would 
be full-time fact rather than part- 
time fiction. 

“Beyond all this, the financial and 
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New Five-Way Group Plan 


Federal L.&C. has a new five-way 
group protection plan designed for 
companies with 10 or more employes. 
on Cent The plan features group life up to 
an of M4 $20,000; accidental death and dismem- 

speak 0 berment benefits up to $80,000; weekly 
y Reports] a&s cover and a basic hospital-sur- 
ICS includ gical-medical plan with supplemental 





Farm 4M major medical. 

ne Life } As an added option, the employer 
|B. L may also include a profit sharing plan 
rganizati as a part of his group welfare program. 
Controlle It is believed by the company that the 
pany, “Jinclusion of this feature is a “first” in 


al Life 4 the ¥ € 
Office E group insurance field. 





Lutheran Brotherhood Record 







Unit Og Lutheran Brotherhood had Septem- 
3 ber sales of more than $33 million, the 
ion largest amount of business ever writ- 


Penn Méten in one month. According to Carl F. 
een nam@gUranrud, president, the record volume 
tee on cugenabled the society to exceed its $60- 

million quota by more than $3 million 
tive in tm its annual two-month sales cam- 
iations palgn. Twenty-three of the general 
,U commiggencies exceeded $1 million in written 
resolutiog>usiness, the Thompson agency of Be- 


agengatrice, Neb., having the largest volume 
~$2,644,026. 
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Helping People Give Their Best 
Is Management’s Main Challenge 


spiritual rewards for doing a job and 
doing it well would propel home office 
and field morale into higher orbit than 
ever before. 

“Let us do all within our power to 
inspire those associated with us—if 
not with dedication—at least with 
pride. Pride in their business, pride in 
their company and pride in themselves. 

“First we can help ourselves and 
our associates to understand better the 
purpose of life insurance, the purpose 
of our company, and the purpose of the 
individual who is engaged in a life 
insurance career. 

“Fortunately, life insurance has a 
purpose to which all of us may ded- 
icate ourselves. A major purpose of life 
insurance is to enable men to enjoy 
the opportunities and blessings of free- 
dom, while at the same time minimiz- 
ing the risks and the personal insecur- 
ity which inherently accompany free- 


LIFE INSURANCE EDITION 


dom through the risk-sharing medium 
of life insurance. 

“We can instill a sense of dedication 
in many ways. We can create under- 
standing of the true meaning and value 
of life insurance. We can create firm 
belief in its validity to life and living. 
We can set an example by practicing 
what we preach. We can and must 
consistently and constantly reiterate 
by every possible means the glorious 
enterprise which is life insurance. 


Must Maintain Consistency 


“The same steps lend themselves 
also to the creation of dedication and 
belief in the values of permanent life 
insurance. But here it is necessary to 
make sure that, by company decision, 
action and practice, we maintain con- 
sistency between what we preach and 
what we do.” 

Mr. Zimmerman noted that his own 
company maintains this consistency by 
discouraging so-called “minimum de- 
posit selling” and by giving no induce- 
ment for the writing of term insur- 
ance. 

He also noted that Connecticut Mu- 
tual does not write group insurance 
and does not knowingly license any 


7 


agent or broker who is also licensed 
to sell securities or mutual funds. How- 
ever, he said that in citing these de- 
cisions, which the company believes 
to be eminently sound for itself, no 
criticism was intended of other com- 
panies which may have reached an 
exactly opposite conclusion. Nor, he 
said, does Connecticut Mutual’s policy 
imply opposition to either mutual 
funds or other securities. 

“What the ruling meant was that 
we believed it to be contrary to the 
best interests of the public, the insti- 
tution of life insurance, our company, 
and our own agents, to have both 
mutual funds and life insurance sold 
by the same individual,” he said. “Our 
philosophy says that the first and most 
important foundation in every man’s 
personal financial picture is adequate 
life insurance. 

“It is only when this firm founda- 
tion has been built that a man earns 
the right to speculate. Our philosophy 
says further that the public is entitled 
to the specialized, undivided counsel 
of a well-qualified life underwriter, 
just as he later may be entitled to the 
individual counsel of a well-qualified 
securities salesman.” 








“IMPORTANT LINK” 














this year number 420 and 21, respectively. 





Only after years of specialized study does a man earn the right to 
wear this coveted key. The key signifies that he is a CHARTERED 
LIFE UNDERWRITER. It marks him as an “‘important link’’ between 
the industry and the public and has earned him the respect of both. 


The Prudential proudly counts 615 of its people among those who 
have earned this professional designation and 49 who have received 
the Diploma in Agency Management. Of these, 78 completed the 
CLU Course in 1960 and 17 completed the Agency Management 
examinations. Others who passed CLU or Agency Management Parts 


You'll enjoy “THE TWENTIETH CENTURY,”’ Sundays, CBS-T} 


this area of study. 











INSURANCE 


Prudential is also proud of the 1,276 persons who, this year, brought 
to 6,914 the number of Prudential Life Course Graduates of the 
Life Underwriter Training Council Course. Another 1,811 completed 
one part of the Life Course in 1960. The Company congratulates, 
too, the 741 Prudentialites who successfully completed the Accident 
and Sickness Course—there are now 3,590 Prudential graduates of 


‘ 


Prudential believes that all of you, graduates and successful candi- 
dates—all who have chosen special training and these paths to self- 
improvement—are “‘important links’’ in every sense of the term. 


THE PRUDENTIAL 


COMPANY OF AMERICA 






Follmann Spotlights 
Seven Types Of AdS 
Coverage For The Aged 


Joseph F. Follmann Jr., director of 
information and research of Health 
Insurance Assn., speaking at a forum 
on medical care benefits for the aged 
sponsored by the Commerce & In- 
dustry Assn. of New York, outlined 
the “seven principal methods” insur- 
ance companies currently are using 
to provide A&S coverage for the aged. 

Mr. Follmann said the methods are: 


FieNATIONAL UNDERWRITER 


—_Continuation of coverage on older 
active workers under group insurance. 

—Continuation of group coverage on 
retired workers and their dependents, 
generally with part or all of the pre- 
mium paid by the employer. 

—Continuation on an individual ba- 
sis of coverage by converting from 
group insurance. 

—The new issuance of group insur- 
ance at advanced ages to such groups 
as retired persons. 

—Continuation into later years of 
individual insurance purchased in the 
productive years, with at least 51 in- 


surance companies writing coverages 
guaranteed renewable for life. 

—The new issuance of individually 
purchased policies at advanced ages, 
with at least 165 insurance companies 
issuing policies at age 65 or over. 

—The issuance of insurance that 
becomes paid-up for life at age 65. 

Associates Life of Indianapolis has 
become an associate member of In- 
diana Assn. of Legal Reserve Life In- 
surance Companies. This is the first 
addition to the membership in recent 
years. 





This full page advertisement, fifth in a series during 1960, is aimed at a combined 
circulation of 4,780,000 in TIME, NEWSWEEK and U.S. NEWS & WORLD REPORT. 
ee oS Le Re . 


seses? 1 
PLANNED |\\BUSINESS 
en ee 


\uo_ 








BY STATE MUTU. OF AMERICA 











Loss of a Key Man Can Ruin a Business 


Get Guaranteed, Low-Cost Protection with 





State Mutual’s PLANNED BUSINESS Insurance 


Loss of a key man or owner—by death, disability, 
accident or retirement—is a major business hazard 
in many companies. The practical, low-cost way 
to handle this problem is through State Mutual’s 


key man insurance. 


It guarantees dollars for salary continuance, sick- 
accumulation of 
surplus funds, funding loans or obtaining credit— 
and offsets losses if an executive dies. It also helps 


ness or accident, retirement, 


attract and hold top-quality executives. 


Key man coverage is only one feature of Planned 
Business—State Mutual's new service to help busi- 
nessmen measure and meet their most urgent in- 


surance needs—either group or individual. It is 


Of 


offered exclusively by State Mutual of America, 
one of the oldest, strongest life companies. See 
your nearest State Mutual agent or group repre- 
sentative. Or write us here in Worcester, Mass. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 @ Over $3 billion of Life Insurance in force @ LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 


Investing Over $2 Million Each Week for the Growth of American Enterprise 
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More Than 50% Of Car 
Buyers Do Not Know 
They Have Credit Life 


More than half of the people why 
buy automobiles on an installment cop. 
tract plan buy credit life insurang 
without knowing it at the time of py. 
chase, according to a study made by 
National Better Business Bureau. — 

This is brought about, according t 
Kenneth B. Willson, president of the 
bureau, because many time-paymen 
contracts do not itemize the varioy 
cost elements, including the cost of ip. 
surance and the coverage provided. |p 
many instances, according to the study, 
credit life insurance was added to the 
purchase cost without either the knoy. 
ledge or consent of car buyers. 

Sponsored by the committee on ip. 
stallment contracts of the Assn. of Bet. 
ter Business Bureaus, the study repor 
recognized tke social and economic val. 
ue of credit life when properly sold 
It noted that in 1959, the families of 
deceased debtors were paid $118 mij. 
lion in benefits from credit life insyy. 
ance, and that many finance factors sel] 
credit life insurance at approximat 
cost with full and separate disclosur 
of credit life premiums. 

The study also brought out that some 
time-payment automobile buyers were 
not only sold credit life without know. 
ing it. but were often charged an ex. 
cessive premium rate. 

Althougk. the bureaus do not venture 
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to say what the cost of insurance or 
anything else should be, the report 
noted that National Assn. of Insurance 
Commissioners had recommended that 
premium rates for credit life cover. 
age, which do not result in at least 
50% loss ratio, should be regarded as 
excessive and halted by state laws. 

Thus, the report concluded, “the 
abuse of failing to disclose, at the time 
of sale, that credit life insurance was 
being sold. was compounded, in some 
instances, by premiums deemed ex- 
cessive by regulatory officials respon- 
sible for protecting the public in it 
purchase of insurance.” 


Aetna Life Group Wins 
Award For Its College 


Recruitment Literature 


Aetna Life group has received a to 
award for college recruitment liter 
ature from the Eastern College Person 
nel Officers organization which repre 
sents more than 100 eastern college 
and universities. 

Aetna Life group won the awari 
with its entry of six brochures é 
signed to inform prospective graduate 
of career opportunities in the grou) 
The category attracted entries from 
137 companies, of which 12 receive 
recognition. 





Ga. International Plan Is 
Savings Plus Insurance 


Georgia International Life has adde 
a combination package plan of life it 
surance plus savings. Called the “Pr 
gressive Security Plan,” it provides 
basic amount of insurance, which cof 
stantly increases by the amount { 
premiums paid. 

Premiums under the plan are Ppaj 
able for 20 years. Cash values are é 
ranged so that surrender value at ¥ 
end of the 20-year period equals # 
total premiums paid. The policy, ho 
ever, may be continued as paid-up ¥ 
surance for the face value of the pol 
plus the total premiums paid. The ne 
plan may be subsequently used as 
retirement policy at any age selecte 
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Assessment Companies 
Win Respite In Fight 
Against Tex. Board Rule 


AUSTIN—Spokesmen for local mu- 
tual assessment companies have re- 
ceived a 40-day respite in their fight 
against adoption by the Texas board of 
insurance of new regulatory rules deal- 
ing principally with management con- 
tracts and proxies. The 40-day delay 
for filing additional briefs was regarded 
as something of a concession, since the 
customary extension is only 10 days. 

Opposition to the rules was led by 
Robert Sneed, counsel for Assn. of Mu- 
tual Life Officials. It was argued that 
the rules would make it practically 
impossible to get expert management. 

In brief, the proposed rules would 
limit contracts to an employer-employe 
relationship, make them non-assign- 
able and cancellable on 30 days notice, 
and restrict managers to compensation 
“only for personal services actually 
rendered.” Likewise, the rules would 
require specific instead of general 
proxies for voting on proposals. 

It was announced during the three- 
day hearing that only 84 of the states’ 
614 mutual firms now use manage- 
ment contracts. 


Mich. Osteopaths’ Unit 
To Study High Care Costs 


Michigan osteopaths meeting at 
Grand Rapids, discussed means of 
combating a tendency to increase hos- 
pital and medical insurance costs 
through unnecessary treatment and 
care. A special insurance committee 
within Michigan Assn. of Osteopathic 
Surgeons & Physicians was set up to 
study the problem and act to remedy 
the situation. ; 

Dr. Alan M. Potts of Royal Oak and 
Dr. D. L. Cummings of Grand Rapids, 
the outgoing and incoming presidents, 
respectively, explained why action is 
indicated at this time. 

Some policyholders, Dr. Potts said, 
request unnecessary treatment because 
they want to “get as much as pos- 
sible out of their policies for which 
they have been paying premiums.” 

Dr. Cummings said the rising living 
standard is a factor in creating a state 
of mind in which “Americans want 
better medical care and often confuse 
it with more medical care, or more 
expenisve medical care.” 

Abuses of this nature naturally in- 
crease hospitalization and insurance 
costs, the osteopaths emphasized, ad- 
mitting that, in some cases, physi- 
cians are at fault by increasing fees 
when they know their patients have 
insurance, or else they bend to patient 
will and provide more attention and 
medication than are strictly needed. 


20 Attend Guardian Life 
Management Conference 


Twenty general agents, supervisors 
and unit managers attended a man- 
agement training conference at the 
home office of Guardian Life. The 
five-day conference included lectures, 
round table discussions, and work- 
shop projects on recruiting, selection 
and supervision, with emphasis on 

uardian’s career compensation con- 
tract. 

Lectures given during the first day 
of the conference dealt with recruit- 
ing Plans, sources and tools. The dis- 
Cussion then shifted to _ selection 
standards and procedures, followed by 
a review of the structure and admin- 
istration of the compensation plan. 
Two workshops dealt with the career 
Presentation interview. Training tech- 
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niques, basic agent skills, pre-contract 
training and Guardian’s Graph-Estate 
method of programing were among 
the subjects of other lectures. 
James A McLain spoke on the re- 
sponsibilities of management at a din- 
ner on the last night of the conference. 


State Mutual A&S Sales 
Increase 44% In August 


New sales of individual A&S policies 
by State Mutual Life during August 
were 44% above August, 1959, a rec- 
ord. For the January to August period, 
new A&S premiums were 10% ahead 
of the 1959 pace. 

Group life sales for the first eight 
months gained 9%. Total individual 
and group life sales were running 
ahead of the 1959 figures—$246,072,- 
000 as compared to $237,909,000. For 
the eight month period, new premiums 
for group annuity and deposit ad- 
ministration fund plans showed an 
18% increase. 

September sales of Kansas City Life 
amounted to a record $12,793,734 com- 
pared with $12,323,800 in September, 
1959. 


Dominion Life Attains 
$1 Billion In Force 


Dominion Life of Ontario has at- 
tained $1 billion of insurance in force 
in the company’s 72nd year. Only 10 
other Canadian companies have passed 
the billion mark. 


19 Actuarial Scholarships 
Awarded By Prudential 


Prudential has awarded 19 actuarial 
scholarships to student-trainees. Each 
scholarship is for $500 and will be paid 
in two installments—one at the be- 
ginning of the academic year and one 
in February. 

Candidates for the awards are chosen 
by members of Prudential’s actuarial 
staff, who visit colleges in the United 
States and Canada during the spring 
to interview interested students. 

The students, who worked at Pru- 
dential during the summer, returned 
to college this fall. They are not re- 
quired to work for Prudential after 
graduation. 

Only 41 students in the United 
States and Canada were selected to 
participate in this year’s program. 
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Pacific Actuarial Club 
To Meet Oct. 27-28 


Actuarial Club of the Pacific States 
will hold its fall meeting Oct. 27-28 
at Rancho Santa Fe, Cal. 

The ordinary life program will deal 
with the 1958 CSO table, lapses, set- 
tlement options and rates geared to 
age-last birthday. Under considera- 
tion on the group agenda will be prob- 
lems, procedures and results of mass 
selling via the use of group principles; 
UCD; and major medical. Miscella- 
neous subjects will be education, eco- 
nomics, foreign affairs, and remunera- 
tion of agents. 


Six Companies Added To 
LOMA Membership Roster 


Six life companies have been added 
to the roster of Life Office Management 
Assn., bringing membership to its 
highest level, 392 companies. The new 
member companies are Central Na- 
tional Life, Omaha; First National 
Life, Phoenix; Ideal National, Salt Lake 
City; Northern Founders, Bismarck, 
N.D.; Philadelphia-United Life, and 
Suwannee Life, Jacksonville. 
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more money. 


Persistency pays cash! 





Persistency Pays Provident Producers 


Good persistency pays in a number of ways. Policy- 
holders keep the protection they need, the company 


keeps more business in force, and the salesman earns 


The savings brought about by good persistency are 
shared with those responsible for them—the salesmen. 
At the Provident sales conference last month 46 
leaders in persistency who met the necessary produc- 
tion requirements divided more than $30,000. This 


extra compensation was money these salesmen earned. 
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ALC Financial Section Is Given Optimistic Outlook 


(CONTINUED FROM PAGE 1) 
can be reduced to manageable size,” he 
declared. 

“Today I am much more optimistic 
about the dollar than I was two years 
ago. Though problems remain, they 
are being increasingly recognized and 
discussed. Significant steps are being 
taken to meet them. The climate has 
changed. 

“We are discovering that the U. S. 
for the first time in nearly a genera- 


pe sees esses esse eee ee ee see ee eee Se See eee see sees eee eee 


tion suddenly must face new and stern 
disciplines—the discipline of powerful 
international competition and the dis- 
cipline of international finance. Per- 
haps the most obvious example has 
been Detroit’s belated recognition that 
the popularity of small foreign auto- 
mobiles was something more than a 
fad. The automobile companies have 
taken steps to meet the challenge. 
Whether the presently available Amer- 
ican compact or economy cars will 


prove to be more than a partial answer 
to the inroads of foreign automobile 
competition remains to be seen. 

“A year or two ago, the most popu- 
lar explanation of the growth of for- 
eign competition was that labor leaders 
had forced up our costs and priced us 
out of the world market. Of course, our 
high and rising wages are a very 
important factor. But they are not the 
only explanation. Differentials in wage 
rates between the U. S. and foreign 


October 22. 1969 


countries are not as great as appear 
on the surface. Various fringe ang 
social benefits prevalent in most of 
these foreign countries are a large 
factor in their production costs than jg 
popularly realized.” 

It is much too easy to make labor 
leaders the sole scapegoat, he added, 
Some blame can be laid at the door of 
management, which perhaps has been 
apathetic in realizing that to competp 
successfully in international markets 
products must be offered suited to the 
particular market involved. They mug 
be attractively packaged and enthusi. 
astically and continuously pushed by 
competent sales organizations. 


Gives Warning 
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Northwestern Mutual’s 
point of view 
on the C.L.U. program: 


‘The quality 

















of a company 
is reflected by its agents! 


E FIRMLY BELIEVE in the Chartered 

Life Underwriter program because 
of the high standards of achievement it 
sets for the people in the life insurance 
profession. 

A vital program such as this—that 
provides broad technical and academic 
background and instills high ideals— 
cannot help but improve the entire pro- 


fession and the companies that actively 
participate in it. 

We are proud of our own agents’ in- 
terest in the American College of Life 
Underwriters and their enviable accom- 
plishment .. . 

... more than one out of ten North- 
western Mutual Life Insurance Agents 
hold the C.L.U. designation. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
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Mr. Badger warned against “ill-cop. 
sidered measures to prime the pum 
with increased government spending 
reduced taxes and a flood of easy 
money, which would genuinely an 
rightfully upset foreign confidence ang 
which could easily precipitate a flight 
from the dollar and a massive with. 
drawal of gold.” 

He cited several factors which should 
tend to stabilize the dollar, regardles legal to 
of the outcome of this year’s election, °6 ital | 
For example, the next Secretary of the = har 
Treasury will have to refinance nearly “ Ca 
$84 billion of federal securities within beard ‘ 
a year after he takes office and may System 
also have to raise new cash if there ie ay 
should be a deficit, he said. “The very a the 
nature of the problem confronting the many e\ 
Secretary of the Treasury will force out phy 
him to exert a restraining influence };, pron 
and to be a powerful advocate of fiscal technolo 





and monetary sanity. history | 
Can Be Confident viding 1 
capacity 


“Certainly so long as the present products 
board of governors of the Federal 
Reserve System remains in office, we Gives W 
may be confident they will continu§ He w: 
the same wise policies they have pur-§ and aler 
sued in recent years. The governments§ cate the 
and central banks of our friends andj urgently 
allies abroad will be in constant touchf Changes 
with the new administration, as well saving 
as with the Federal Reserve. They will all those 
be counselling fiscal and monetary policy. T 
sanity out of self-interest, if for mf acute to: 
other reason. They have too much tf search fo 
lose if the dollar should deteriorate§ “In th 
“Even more important, they hold # II, the 
sword of Damocles over our head minor se 
Also, to say that a majority of Con§ excesses, 
gress will fall for the lure of sofff and has 
money and inflationary policies maf erston sa 
well prove to be as ill-founded as som§ son to ta 
other recent assumptions as to hov§ mic perfc 





Congress would vote.” after Wor 
the mids 
Notes New Trend heaval tl 


Joseph W. Lund, executive vice§some tim 
president R. M. Bradley Co., Bostotg py 
told the section: “Where the past Ii iscusses 


years have provided tremendous op A E. C 
portunities for investment in Federd lumbia ! 
Housing Authority and G. I. loans it British 
the suburbs, some experts in the fielig Pressed | 
believe that the next great opportunity Within So 
is in downtown apartments, middl better int 
income housing and revitalized retag? More : 
areas in the downtown core.” problems. 
He called upon the life insurang ‘™Pressio 
companies to establish departments 0 io 8,0 
urban renewal to cope with the prod a th 
lems of the deteriorating areas in tg .. | » woul 
cities. He opined that the habits @%G°," he : 
Strides w 


people who have concentrated in ci ies 
for more than 2,000 years have 0 
permanently changed and said 1! 
restoration of cities is a challenge 4 
the financial people, first as citizel 
and second as investors. 

Investors cannot sit in their iva 
towers and criticize, he said. “The sal 
hard work and imagination that weg. 
into building the country during t 
last century must go into rebuildi 
what we have inherited. I believe ¥ 
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Sherwin C. Badger, vice-president 
New England Life (left), retiring chair- 
man of the Financial Section of Amer- 
ican Life ‘Convention, congratulates his 
successor, Carleton G. Lane, president 
Union Mutual Life. The new vice-chair- 
man of the Financial Section is Frank- 
lin L. Briese, vice-president Minnesota 
Mutual, and the secretary is DeLong H. 
Monahan, financial vice-president Pro- 
vident Mutual. 


legal tools are at hand; I’m sure the 
capital will be found. Will the brains 
and hard work be there to do the job?” 

C. Canby Balderston, vice-chairman 
board of governors Federal Reserve 
System, said, “We face the need to 
invest aggressively to keep competitive 
with the rest of the world. There are 
many evidences of obsolete and worn 
out physical plants all around us in 
this country. Moreover, the pace of 
technological change has never in all 
history been so rapid, and this is pro- 
viding fresh openings for industrial 
capacity adapted to new processes and 
products.” 


Gives Warning 


He warned, however, that careful 
and alert guidance is needed to allo- 
cate the savings stream to the most 
urgently needed capital developments. 
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Changes in the most effective use of 
saving must be taken into account by 
all those responsible for investment 
policy. These changes are sufficiently 
acute to merit close analysis and active 
search for promising opportunities. 

“In the 15 years since World War 
II, the American economy, despite 
minor setbacks and some speculative 
excesses, has performed at high levels 
and has grown markedly,” Mr. Bald- 
erston said. “The record gives us rea- 
son to take satisfaction in our econo- 
mic performance. In contrast, 15 years 
after World War I, this country was in 
the midst of a major economic up- 
heaval that had gotten under way 
some time before.” 


Discusses Russia 

A. E. Grauer, president British Co- 
lumbia Power Corp. and president 
British Columbia Electric Co., ex- 
pressed hope that internal pressures 
within Soviet Russia may bring about 


# better international understanding and 
ig? More realistic approach to world 


problems. He went on to describe his 
Impressions of the Soviet Union dur- 
ing an 8,000-mile tour of that country 
earlier this year. 

Be would say that time is on our 
side,” he said. “There have been great 
strides under Khrushchev over the 
terroristic authoritarianism of the Sta- 
lin regime. It is historically improbable 
that the Soviet Union can turn back 
the clock to Stalin, even if its leaders 
wished to. It is more probable that 
Over the next 10 or 15 years, there 
will be a gradual enlargement of civil 
liberties in the Soviet Union and an 


Increasing pressure for a rising stan- 
dard of living.” 


It is the current Soviet political ob- 





jective during these 10 or 15 years of 
peace to directly undermine the west- 
ern democracies through subsidized 
international trade and to compete 
ideologically in the “developing coun- 
tries and the new rising nationalisms,” 
he opined. By the end of this time the 
Soviet hope and expectation is that the 
western democracies will be so soft- 
ened and weakened and the USSR so 
strengthened economically and mili- 
tarily that the western countries can 
be taken over without a world war, or, 
at any rate, without a disastrous one. 

Hans A. Widenmann, partner Carl 
M. Loeb, Rhoades & Co., New York, 
was the final speaker, discussing “The 
Second Banking System.” John Harri- 
man, financial editor, Boston Globe, 
was also scheduled to speak but was 
unable to attend the meeting. 


Tells A&S Sales Method 


Dale Creech, Midwest Life, Gilton, 
Neb., addressing Nebraska Assn. of 
Health Underwriters, told his audience 
how he has written $11% million of A&S 
business in less than five years. He 
said the best prospects for health in- 
surance are found right in the news- 
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paper. ‘“There’s scarcely a person who 
enters or is released from a hospital 
who’s got the kind of protection he 
wanted. The names of these people 
are published in nearly every newspa- 
per. And the papers that don’t make a 
regular list at least come close to it 
with their reporting of accidents.” 

Mr. Creech, who works in small rural 
communities, the largest being 1,300, 
also has in force more than $1 million 
of life insurance. 


Fraternal Trims Premium 
Waiver, Double Ind. Rates 


Modern Woodmen has reduced rates 
for double indemnity and waiver of 
premium. The reduced rates are not 
retroactive but apply to new appli- 
cants and to present eligible policy- 
holders who wish to add these bene- 
fits to their existing certificates. 


St. Charles, Mo., Assn. of Life Under- 
writers has elected G. K. Morgan, New 
York Life, president; John Buyam, 
Prudential, vice-president; Edward 
Goldman, Metropolitan, secretary, and 
Leon Roberts, Farm Bureau, treasurer. 














awareness of people’s needs? 


So do we! At HCA we believe the real 
difference in hotels is the way people are 
treated. After all, what zs service but an 





“Now, that’s what I call service!’’ 


lems — and how to solve them. 
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Ohio Holds Hearing On 
Columbus Blue Cross 


Rate Increase Request 

The Ohio department has held a 
hearing on the application of Central 
Hospital Service Assn. (Columbus 
Blue Cross) for rate increases of some 
$2.5 million a year, covering subscrib- 
ers in 29 central Ohio counties. Super- 
intendent Stowell said the new rates 
would amount to an approximate in- 
crease of 22.6%. The Ohio department 
authorized an over-all increase of 
11.5% in July, 1958. 

In other Ohio Blue Cross news, 
Franklin County common pleas court 
at Columbus issued a temporary order 
granting Hospital Care Corp. of South- 
western Ohio a 19.5% boost for its 
rates in 15 counties. The increase was 
the same as the Ohio department said 
previously it would approve, but the 
corporation had sought an increase of 
28%. Superintendent Stowell noted 
that the lesser increase will amount 
to $15 million, while the 28% hike 
would mean $20 million more. The 
corporation also is appealing the denial 
of its new fees. 





The Plaza 
New York, N. Y. 


Hotel Roosevelt 
New York, N. Y. 


The Mayflower 
Washington, D. C. 
Edgewater Beach Hotel 
Chicago, III. 
Somerset Hotel- 


Hotel Kenmore 
Boston, Mass. 


Paim Beach Biltmore 
Palm Beach, Fla. 
The Royal Orleans 


New Orleans, La. 
(Summer, 1960) 


Hotel Quito 
Quito, Ecuador 


Charterhouse Motor Hotel 
Cleveland (Euclid), Ohio 


when and where you need them. These and e 
many more conveniences are all arranged 
for you by a staff that knows your prob- 


Charterhouse Motor Hotel 
Washington, D. C. 


HCA calls it personalized service. That 
means you get the kind of service that ar- 
ranges perfect seating, a P. A. system that 
functions properly, and projection equip- 
ment, visual aids, lights and props set up 





Tell us your requirements and we'll help 
make your next convention more success- 
ful. For information or reservations at any 
of the HCA hotels, contact your nearest 
HCA hotel. 


A. M. SONNABEND, President 





Hote. CorPoRATION oF AMERICA 
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Reed W. Brinton, CLU 
Salt Lake City 
President, 1947 


This advertisement first appeared in FORTUNE MAGAZINE, September, 1960 
Hubert N. Hoffman 
Arlington, Va. 


4 , President, 1953 


“Good Men to _ Know” 





Frank Nathan, CLU 
Los Angeles 
V.P., Southwestern Region 


Howard J. Richard, CLU 
Boston 
V.P., Northeastern Region 


Josef E. Josephs, CLU 
Charlotte 
V.P., Southeastern Region 


By serving the needs of others 


these men have achieved leadership 
in New York Life’s 


“TOP CLUB” — 


The men pictured here are outstanding professional life insurance underwriters. 





Paul Goodman 


Richard G. Bowers 
Keokuk, lowa 
2nd V.P., West Central Region 


Isaac M. Kanarish 
Chicago 
2nd V.P., North Central Region 


Los Angeles 
2nd V.P., Southwestern Region 


eo) 
| 


Their knowledge and skill in formulating life insurance plans 

for thousands of individuals and businesses have earned for them widespread 
confidence and respect. In addition to being recognized as expert 

insurance counselors, most are well known in their communities for their 
many civic contributions and services. 


New York Life is proud to honor its “Top Club” leaders. Each reflects 





the highest standards of the life insurance profession . . . each helps prove ” 
SIDNEY FRANKLIN, CLU 


“the New York Life Agent in your community is a good man to know.” Cleveland, President 1959-1960 
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Edwin T. Golden, CLU Rudolf L. Leitman Daniel H. Coakley C. H. Killen Robert A. Davies, CLU Edward J. Mintz, CLU Kenneth C. Fitch 
San Francisco Detroit Boston San Antonio San Francisco P Salinas Wichita 
President, 1950 President, 1956 President, 1957 President, 1949 President, 1946 President, 1948 President, 1941 





Herbert V. Kibrick, CLU Harry A. McColl Harry J. Talman Lester E. Weaver Isaac S. Kibrick Irving Freed Philip S. Rosen 
Boston Colorado Springs Worcester San Francisco Boston New York New York 
President, 1958 President, 1945 President, 1940 President, 1951 President, 1935 President, 1942 President, 1928 





Julian H. Pitzele A. Everett Riley James T. McCreary Stanley Liss, CLU Vie Vybiral Kenneth L. Van Leuven Paul H. Bilodeau 
Chicago Kansas City San Francisco New York New Orleans Spokane Quebec 
V.P., North Central Region V.P., West Central Region V.P., Central Pacific Region V.P., Middle Atlantic Region V.P., South Central Region V.P., Northwestern Region V.P., Canadian Region 








Wilmer S. Poynor, Jr., CLU Bernard Rawiszer William V. Regan William G. Doherty William T. Housey, Sr. John J. McKenna Leslie Y. Markovits 
Birmingham, Ala. Bronx San Francisco Milton, Mass. New Orleans Butte Montreal 
2nd V.P., Southeastern Region 2nd V.P., Middle Atlantic Region 2nd V.P., Central Pacific Region 2nd V.P., Northeastern Region 2nd V.P., South Central Region 2nd V.P., Northwestern Region 2nd V.P., Canadian Region 


peer 


New York Life 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


om Life Insurance + (Group Insurance + Annuities 
PAUL HEYMANN BEN FELDMAN, CLU : ‘ : 
Providence, National V.P., 1959-1960 Youngstown, Leading Past President Accident & Sickness Insurance + Pension Plans 
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Home Office Changes 


Aid Assn. For Lutherans 


Henry F. Scheig, actuary, was named 
vice-president and actuary. He will 
serve on the newly created officers’ 
council. 

Other officers appointed to the coun- 
cil are Theodore H. Hartman, person- 
nel director, who was named director 
of staff services; John Gall, associate 


actuary, named controller; Gerald C. 
Herzfeldt, assistant secretary, named 
director of fraternal affairs; George V. 
Krampien, vice-president and director 
of agencies; and William H. Zuehlke 
Jr., vice-president and director of in- 
vestments. 

Other members of the council, re- 
elected to their present offices, are 


Walter L. Rugland, president; Clarence 


G. Steinwedel, vice-president and 
treasurer, and Herbert Voecks, vice- 
president and secretary. 

Named _ assistant vice-presidents 
were Edward A. Merten, assistant di- 
rector of agencies, promoted to assis- 
tant vice-president and superintendent 
of agents; John D. Steudel, assistant 
secretary claims, promoted to assistant 
vice-president and director of claim 
services; W. H. Rueter, assistant 
investment manager, to assistant vice- 
president-investments; and W. C. 
Stach, assistant secretary, to assistant 
vice-president and director of plan- 
ning. 























Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 


Top, Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


Free Group Life Insurance. 


' 







\UMBe. 


S 
MUTUAL'S 


Agent’s Contract 
Induction Program 
Sales Packages 


[SS STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 
Mutual's Agent’s Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 






Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 









Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


! COLUMBUS MUTUAL 


Life Insurance Company 


Columbus 16, Ohio 
ones, President Fred C. Adams, Sup’t. of Agents 








Frecei 
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Also appointed were Ira I Lecy 
assistant director of agencies, to di. 
rector of sales training, and Wallag 
T. Roblee, director of tabulating sery. 
ices, to assistant controller and directo, 
of data processing. 

Victor G. Zaremba was appointe 
director of sales promotion and aq. 
vertising; Clarence R. Ehlke direct 
of issue services; W. Harold Phillips 
assistant actuary; and Robert L. Rahn 
director of home office services and 
purchasing. 
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Equitable Of lowa 

K. R. Austin and J. F. Duston hay 
been advanced to new executive pogi. 
tions. Mr. Austin | 
superintendent gf Ce 
policy issue, bel. & 
comes agency vice} £ 
president, and Mr 
Duston, formerly 
director of undenfl 
writing, succeed 
Mr. Austin as sy = 
beriatenaam cf Carroll J. M 
policy issue. My 
Austin started wit — 
Connecticut Mutuf, Eeeet 
al after World Wa A becam 
II. He joined Equif tice and s 
table of Iowa in 1947, and followin 
experience in the policy issue area, 





K. R. Austin 




















G. P. Hin 


named assistant secretary in 1953 an ent of age 
superintendent of policy issue in 19 d health d 


Mr. Duston joined the company in 19 
In 1947 he was named secretary of t 
risk committee, was advanced to y 
derwriting secretary in 1948, and { 
1959 was named director of underw 
ing. 


National Life Of Vermont 


R. D. MacLennan, actuarial assis 
has been elected assistant actuary aj 
given officer status. He is a fellow} 
Society of Actuaries. ; 

Dr. J. P. Bowler, surgeon and af al 
ministrator with Dartmouth Medicg Serge P. Hin 
School and Hitchcock Clinic, Hanoveguperintende: 
N. H., has been elected a director, ® field superv 
succeed the late L. F. Whittemore. fant manager 
t Rochester, 
ban Franciscx 
Succeeding 
ield manage 


Bankers Of Nebraska 
William D. Hagen has been 4 












pointed superintendent of agencies {f)., been fiel 
southeastern states. He has been wi anager at C 
pine Mutual in Spokane as gene Appointed ; 
agen. e departme 
‘4 P ortgage loai 
Connecticut General Life fas been assis 

J. E. Champe, senior actuarial apartment ar 
sistant, and J. A. Gobes, actuar@blef engineer 


assistant, both in the group depajent. 
ment, have been appointed assistd Named as; 
actuaries. Both are fellows of Soci. E. Hill, fc 
of Actuaries. He underwriti 
J. H. Walton, group sales assistagd J. R. Bar 
has been named assistant director ters, accide 
group sales. pr Johnson Jr 
G. H. Beadles, supervisor of fagf agency servi 
W. E. Beve 


loans, has been appointed assist 

secretary in the mortgage and mpMes claim . 

estate department. epartment. 
C. F. Culver, senior underwriter 

the accident department, has been Massachu 


pointed assistant secretary in the P§S. A. Rettie, ; 
sonnel department. Pheral accou 
R. B. Goode Jr., senior actuaen named as 


(Service Gude F-" 


S been app 
uary. Mr. P 
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Changes In The Field 


Leg,bewtent in the reinsurance depart- Connecticut Mutual Life 

to di- ment, has sis pigs? a aamtant _—, G. A. Scheidler, assistant vice-presi- 
Wallace fary mere He is a fellow of Society 0 dent, has been named 2nd vice-presi- 
fined Actuaries. dent, mortgage loans. 

; Travelers D. R. McIlwaine and G. C. Weir, 
assistant vice-presidents, investments, 
and E. F. Schwobel, secretary, invest- 
ments, have been promoted to 2nd 
vice-presidents. 

D. C. Warden, agricultural loan 
secretary, has been appointed assistant 
vice-president, agricultural loans. 


pointy | H. I. Trask, attorney in the law 
ind ad. |jepartment, has been appointed 2nd 
director |,ice-president, life department. He 
Phillips Jjoined Travelers in 1932 in the mort- 
L. Rahn|age loan department, later becoming 
ces and|an examiner in the life, accident and 
up claim department. 
Cc. J. McBride, secretary of the acci- NATIONAL LIFE & ACCIDENT has 
6 » elected J. A.“Facey and S. E. Babbitt, 
actuarial staff members, as assistant 
actuaries and has now given them offi- 
cer status. 


AVIATION EMPLOYEES LIFE has 
elected C. B. Baughman assistant sec- 
retary. He has been with Variable 
Annuity Life and Jefferson Standard 
Life. 


INTERNATIONAL OPPORTUNITY 

: LIFE of Denver has elected S. B. Hertz 

Herbert |. Trask general counsel and a director. He is 

a member of the law firm of Roath 
& Hertz. 



















dent gf Carroll J. McBride 
ssue. Mifiant department, has been promoted to 
rted witth..d vice-president of the department. 
at Mutuiie joined the claim department in 
orld Waho31 became an examiner at the home 
ed Equif tice and supervising adjuster at New 
following, ork. 

area, WH G Pp. Hinckley, assistant superinten- 
1953 aifient of agencies in the life, accident 
; _ nnd health department, has been named 
y in 

ry of t 
d to wi 
, and 
nderw 
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fellow’ 


ad 





and 7 
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Dudley S. Field 
Hanoveguperintendent of agencies. He has been 


George P. Hinckley 


field supervisor at Minneapolis, assis- 
ant manager at St. Paul, and manager 


rector, 
more. 


neon ap ucceeding Mr. Hinckley is D. S. 7 


ield manager at Milwaukee. He has D 
Y 


ona = ng, banca and assistant 7 lif e an d earning p ower 


is genel® Anpointed secretaries are J. W. Rose, _ 
e department, and Gustav Johnson, _ 


uarial @epartment and Mr. Johnson has been 
actuargmief engineer in the building depart- 
p dep nent. 
| assist Named assistant secretaries are | 
of Soci E. Hill, formerly an underwriter, _ 
fe underwriting division; M. W. Ehler _ 
. assistagmd J. R. Barber, both former under- 
jirector #Tters, accident department; and Car- 
pr Johnson Jr., manager at South Bend 
r of fag! agency services department. 
assist W. E. Beverly Jr., examiner, be- 
and mpmes claim office supervisor, claim 
epartment. 
srwritet 
; been’ Massachusetts Mutual Life 
n the paS. A. Rettie, assistant manager of the 
Pheral accounting department, has 


' actualen named assistant accountant, and 
G. Pearson, assistant group actuary, 
es 


; ortgage loan department. Mr. Rose d ’ th 1 | 4 L 
| Life las been assistant secretary in the life ur In? e ear. ter years. yy 
’ Yj 






been appointed associate group 
uary. Mr. Pearson is a fellow of 
pclety of Actuaries. 






Metropolitan Life 


ONS FOR J.B. Northrop, 3rd vice-president in 
PANIES 


arge of claims, has retired after 31 
ars with the company. He joined 
etropolitan Life as an attorney in the 

division, was later appointed man- 
er of the claim division, and achieved 
Icer status in 1944. 
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Mutual Of New York 


H. G. Milford, 
assistant manager 
at Cleveland, has 
been appointed 
manager of the 
new agency at 
Lansing, Mich. 





H. G. Milford 


Mutual Benefit Life 


E. D. Haseltine Jr. has been ap- 
pointed general agent of a new agency 
at San Jose, where he has been district 
agent for Northwestern Mutual. He is 
a CLU and six-time quatifier for Mil- 
lion Dollar Round Table. 


eee 


Another way... 


a is to adequately insure 


THE 


NATIONAL LIFE 
AND ACCIDENT . 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 
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Paul Revere-Mass. Protective 

A. H. Packer, group representative 
for Travelers at Los Angeles, and 
L. C. Hollis Jr., who has been in sales 
with an oil company, have been named 
home office group representatives at 
Seattle and Columbus, O., respectively. 


STANDARD SECURITY LIFE of 
New York has appointed M. S. Smith 
manager in New York. A CLU, he was 
formerly brokerage consultant for Con- 
necticut General Life at Boston and 
New York City. 


FINANCIAL LIFE of Fort Lauder- 
dale has named Elicke Sicilia Florida 
supervisor. 





Gulf Life has increased to 334% the 
interest on ordinary and group policy 
proceeds remaining on deposit under 
interest and fixed income options in- 
cluding the years certain under life 
income options. 
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Mutual Of N. Y. Answers Reader’s Digest Article 


(CONTINUED FROM PAGE 1) 
long since cured, the Digest is simply 
flogging a dead horse. 

“The entire article is written on a 
biased and antagonistic plane, through 
the use of such phrases as ‘unpleasant 
surprise, ‘learned the hard way,’ 
‘shocker,’ and ‘conjured up by legalistic 
minds.’ Frank J. Taylor may be a 


thoroughly competent writer, but we 
are surprised and dismayed that a pub- 
lication having the stature and public 
confidence enjoyed by Reader’s Digest 


would permit him to use it as a sound- 
ing-board for some obvious personal 
gripes based on what appear to be 
antiquated and dubious facts. 

“Unfortunately, there are borderline 
companies in the insurance business, 
just as there are borderline magazine 
publishers. But those of us who try to 
conduct our affairs above reproach, in 
any line of business, feel it is unfair to 
condemn an entire industry because 
of the faults of a few. 

Criticism of specific insurance com- 
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panies, or of their contracts, supported 
by proper evidence, would be entirely 
in order. But it is hardly fair, nor is it 
in the public interest, to indict an en- 
tire industry by implications. It is 
especially undesirable in the case of a 
business like life insurance, which is 
fiduciary in character, and which de- 
pends upon mutual trust. 

“An insurance policy is a contract; 
and we would be the first to agree 
that everyone should read carefully 
any contract to which he is a party. 





“Learning and earning never stop ... at American United!” 


SAYS ROBERT THOMPSON, C.L.U., MANAGER OF TRAINING FOR AMERICAN UNITED LIFE INSURANCE COMPANY. 


At American United we have a complete and continu- 


ous training program, not only for agents, but for 


agency managers, too. 


Today, American United is in the top 5% of all American life insur- 
ance companies, with well over $1 billion $350 million of business 
in force, and a phenomenal rate of growth. It is a good Company 


to buy from—to sell for—and with which to build a career. 


There’s always something new to learn in our home 


office training classes for new or seasoned agents... 

new ways to find prospects, new ways to sell them. 
An organized training and development program for 

agency managers is boosting office and field productive- 








y»-Waak— 


ness . . . reducing waste effort and expense. FE 


This kind of sales and management training, plus 
American United’s “Partnership Philosophy,” is help- 
ing our agents make remarkable gains in new business. 


AMERICAN UNITED LIFE 


ALL 


INSURANCE COMPANY « 


— FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
NTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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But the reading of an insurance poli] 


should be done to gain a clear unde, 
standing of the provisions and be, 
fits, and not in expectation of chica, 
ery. 


Calls It All ‘Insurance’ 


“It is also regrettable that the artj 
lumps all ‘insurance’ into one catego 
because that in itself tends to 
further confusion in the public mix 
In discussing certain specific poiy, 
concerning the article, we will spe 
only about the life insurance busing 
leaving other forms of insurance y 
speak for themselves. Although ma 
of our comments will be based yy 
this company, most of them would pe 
tain to any reputable life in 
company. 

“For example, ‘fine print’ in MOny, 
life insurance policies simply does yp 
exist. The policies are printed throug) 
out in 10-point type (which is lars 
than the text of the Reader’s Digeg, 
Our policies also include an index f 
easy reference and large sub-headin 
to facilitate an understanding of ¢, 
benefits provided. We are continual 
studying and editing the language ; 
an effort to make it as simple, bri 
and non-technical as possible, wh 
still meeting the needs of a contrx 
Moreover, as you know, MONY poliei 
are delivered in person by a fid 
underwriter, who goes over it with t 
policyholder and explains its vari 
provisions. 


Spells Out Insured’s Rights 


“Most of the language in our polic 
is included, not to protect the co 
pany, but to spell out the poli 
holder’s rights. Certain limitations ; 
restrictions are necessary, however, 
protect all policyholders against fra 
ulent or  over-reaching individu: 
whose unjustified claims would othe 
wise greatly increase the cost of i 
surance for everyone—especially in 
mutual company. 

“The principle conclusion of } 
Taylor’s article seems to be that { 
only fellow who will give you a fi 
break is the so-called ‘independe 
agent. Mr. Taylor apparently 
there is something reprehensible in 
fact that an agent for a life insura 
company would offer only policies 
his own company. (We wonder h 





































Line Up Speakers For 
A&S General Agents Mee! 


More than 150 members of Assn. 
Sickness & Accident General Ag 
& Managers of California are ex 
to attend the organization’s conv 
tion and sales congress Oct. 28 at 
Francisco. 

Talks will be given by B. F. S 
dell Jr. of the California depa' 
who will talk on “Policy Service;) 
J. Allen, secretary to Mayor Chri 
pher of San Francisco; George F. 
Donnell, Continental Casualty, 
“Health Care for the Aged—A 
tion Looking for a Problem;” Harr 
Anderson, Association Group | 
ance Administrator, on “Associa 
and Franchise Coverages,” and 
ward O. Scharetg, Fireman’s Fun 
“Does It Pay to Advertise?” 


Service Guide « 


ROBERT I. BUSHNE 
Mana Con 


fo Insurance Organize 
FIRE—CASUALTY—LIFE 
Hoydens Hill Road Fairfield, Connet 
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‘} F. Phelps Todd, 
: a vice-president and 















insurance su per- 
visor of Provident 
Mutual Life, and 
Mrs. Todd receive 
i, standing ova- 
“Ttion at Provident’s 
fround table meet- 
~ Jing at the Manoir 
. ERichelieu, Murray 
‘Ipay, Quebec. Mr. 
~ ITodd, who is 

“Icheduled for re- 
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ah ‘irement at the end 
sed yp,fof the year, was 
“Iclosing speaker at 





vould P p} the meeting. 































insurang 
n Monygnuch advertising, or how many sub- give you the one best suited to him. 
y does pgscriptions the Reader’s Digest has A man offering the products of one 
1 throust kolicited this year for the Saturday company is no less honest and no less 
is laragevening Post!) concerned about his clientele than the 





“In this connection, Mr. Taylor says, man who represents several; and in 







’s igest 2 ' ‘ 
inal he broker represents you, the policy- many cases he is much better in- 
>-headil holder, while an agent represents his formed. 





“We feel the public is best served 
when competing companies offer their 
respective products for comparison. 
We also feel that, in a field as big and 
as ramified as ‘insurance,’ the public 
is best served by those who are spe- 





ompany, the insurer.’ The fact is that 
he broker represents the insurer in 
he same manner, although usually 
feveral Or more companies and not 
ust one. While he can give you the 
one best suited to you, he can also 
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Why Sell Change-Easy Insurance? 


(As advertised in Saturday Evening Post) 





yn of 






First. It makes sense to prospects. 






pis. Change-Easy is Occidental’s modern programming 
1dependd concept that allows a single policy to be adapted to meet 
atly thir most life insurance needs. To his original policy, 
sible in your client may add up to e7ght different riders to cover 
e insural new needs as they arise. 
policies 
‘onder hi EXAMPLE: He may add (through you, of course) 
mortgage protection, family income, disability income, 
or U0 additional term, family plan—and more. 
5 Mee! Second. Change-Easy builds clients. 
of Assn. 
ral Age As your client expands his basic policy, he automatically 
re expe expands your business. 
1’s conv 
t. 28 at Third. Sales help. 
B. F. Si National advertising and visual aids bolster 
departm your personal selling. 
Service; 
yor Chri Fourth. Cost. 
orge F. ; ~ 
ssualty, One Change-Easy policy costs less than separate policies 
.a—A St covering the same needs. 
oo” Ha " 
aa Ins Why sell Change-Easy? It protects your client's future. 
“ Associa Yours, too. 
” and 
n’s Fund 
Nee 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 











We pay Lifetime Renewals... they last as long as you do! 
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cialists in different branches of insur- 
ance, rather than by one individual 
who professes to be an expert in all 
phases. 

“The article also suggests that peo- 
ple who want a qualified insurance 
agent or broker should write to the 
National Assn. of Insurance Agents. 
As you know, that is not an organiza- 
tion which is widely representative of 
life insurance people. We question 
whether the property or casualty in- 
surance man who might respond would 
be well qualified to counsel a client on 
life insurance matters. 
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“We felt you would want to have 
these thoughts in mind if you should 
encounter any questions or criticism 
as a result of the Reader’s Digest 
article.” 

The letter is signed by Stanton G. 
Hale, vice-president for sales, and 
Clifford B. Reeves, vice-president for 
public relations. 


Citizens Republic of San Antonio, of 
which the new president is Forres 
Wood, has changed its name to Tower 
Life. 
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Ages 


0-4 
5-9 
10-25 
26-30 
31-35 
36-40 
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on a non-medical basis ? 


Yes! This is just one example of what the Ohio National 
Life agent can do with the Company’s new higher non-medi- 
cal limits and the Guaranteed Purchase Option. 


The $90,000 illustration applies to an applicant age 10 to 15. 
However, the new non-medical amounts are equally attrac- 
tive at other ages too. The following can be sold at ONE 
time, on ONE application (and, of course, increased substan- 
tially through the use of the Guaranteed Purchase Option) : 
New Amounts ONLI Agents 

Can Sell Non-Medically 


$10,000 
15,000 
30,000 
25,000 
15,000 
10,000 


Ohio National Life agents have earned the right to high 
limits through their responsible and intelligent use of the 
non-medical privilege. The new amounts are a compliment 
to them and to progressive home office underwriting. 

















TH OD)hio National \Life 


INSURANCE COMPANY: CINCINNATI 
A MUTUAL 


COMPANY 
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Most Group AdS Plans 
Also Cover Dependents, 
Says Health Institute 


Nine out of 10 group A&S policies 
being issued by insurance companies 
provide coverage for dependents of 
employes as well as the workers them- 
selves, according to Health Insurance 
Institute. 

In 1959, insurance companies issued 
nearly 21,000 new master group hos- 
pital expense policies and almost 19,- 
000 of these extended coverage to de- 


La Compania Que Va 


UW Oey eal er-lelalt- Mm Clil- ma ae | 


Aktieselskabet Som Er Fremadstraebende 
i) 


o a 
Aktiebolaget Som Ar Framatstravande 
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pendents of the employes. 

The figures were almost exactly the 
same for group surgical expense pol- 
icies issued by insurance companies in 
1959, said the institute. Last year, 17,- 
930 group medical expense policies 
were issued by insurance companies 
and 15,690 of these policies covered de- 
pendents. 

There were some 7,200 group major 
medical expense policies issued sup- 
plementary to basic hospital-surgical- 
medical policies and all but 100 of these 
protected dependents. More than 90% 
of the 8,000 new comprehensive group 


Aksjeselskapet Som Gjgrer Framskritt 


La Compagnie Qui Avance 

OTT CT-¥-1-11 -Yelar- ties OJ [-m aele- LAM) 
Die Vorwarts Strebende Ges@ii@chatt 
Het Maatschappij Wat Opmart 


major medical policies (not written on 
top of basic plans) also covered tke 
worker’s dependents, the institute said. 

In every instance but comprehensive 
major medical, more new master group 
policies were issued in 1959 than in 
1958, the institute declared. 

A. H. Robertson, senior member of 
the Dallas office of Bowles, Andrews 
& Towne, consulting actuaries, has 
joined the staff of W. Alfred Hayes & 
Co., pension and employe benefit plan 
consultants in St. Louis. He is a fellow 
of Society of Actuaries. 
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In any Language... 


United Benefit Life 
Great Lakes GAs Elect 
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N.J. Blue Cross Asks 
Permission To Recover 
From Third Parties Bien 


TRENTON—If Blue Cross were pe! Ynico 
mitted to recover from third partie ual fun 
responsible for accidents, the plan coy, ys. tha 
recover an estimated $250,000 annually ian disc 
Milton Loysen, vice-president of th, notion h 
plan, told a legislative committee inyes. everythi 
tigating Blue Cross costs here. He py, locomoti 
ommended that the legislature be askej Russia. 
to authorize such a provision. created i 

Under inquiry by committee cow] Ip Britz 
sel, Mr. Loysen described the plan; as unit t 
method of hospital payments, saying] there in 1 
that some subscribers whose hospitifwar II b 
bills were paid by the plan, later syg of public 
and recovered from the third party ifin them. 
the accident. He recommended thafpout a r 
subscribers be asked to assign theifvestment, 
claim to Blue Cross so the ply 1957, that 
could recover the amount it paid ouently me 
for ‘hospital costs. New York ang years 
Philadelphia plans have such a py 
gram, he said. 


All L 


Investmen 


This wa 


: : ment objec 
On the question of contingent Yerowth and 


serves, Mr. Loysen recommended tit has do 
present statutory limit be fixed draynched 
15% of premiums which he said woulfs1 33), it 
not mean an increase in rates. He ; 18/ ($2.52) 
urged that the plan be permitted Gyere split 
make master contracts with groifprice is ak 
employers, and also said he felt thftter the sj 
legislation might be adopted to all 21/ ($2.94 
Blue Cross to join with Blue Shiel(s1 33) paix 
to use a single contract form asfinvestors, 1 
means of cutting down administratifye)) over 
expense. on a 3.3% 
Mr. Loysen also warned that tbasis, and 
New Jersey plan will soon become “tireceived fo: 
boneyard for poorer insurance risk¥ross on the 
if it is not allowed to introduce a me# Unicorn 1 
rating or insurance plan. es: First, 
At an earlier hearing Blue Cr@minimum s 
presented a plea for adoption of mehich perm 
rating. The plan, said Mr. Loysen,@nicorn shai 
seeking to “achieve a rate system p—pay-as-you-. 
culiar to its own needs,” adding thBuited to the 
it cannot continue in business on a fifecondly, it: 
rate basis. Known as Ex 
Dr. Nicholas Alfano, executive vidince), oper 
president of New Jersey Blue ShidRdinburgh I 
told the committee that his plan§Which is to c 
not at this time seeking an experiem typical end 
rating program but prefers to aw@vith those 
the results of further studies. pread amon; 


os quitas Has 
There is on 
between the 


d the Ams 
Harold F. Swisher, Columbus, @nder the Eq 


Contingent Reserves 


has been elected president of Gmut there is 
Lakes General Agents’ Assn. of Uni Equitas end 
Benefit Life. He succeeds Lewis D. Riintees the ps 
of Chicago. hsured either 
— ival to the 
Seattle-King County Life Men M@, oe = 
At the October meeting of Sedlfhent plans is 
King County Life Underwriters 4Sfroportional p 
11 CLU designations and one dipl® assumed to 
in agency management were aW@Mnicorn share 
by Dean H. C. Graebner of Ameétiffates of paym 
College. He was also the Print maturity o 
speaker at the meeting, which, iN “ggregate yaly 
tion to the association members Hsumed to 
as guests commerce and economGsfhows an app 
ucators from University of Walipreciation is 
ton, Seattle University and °he sum insur; 
Pacific College. epreciation j 
Owever, the 


Republic National Life 
/s the eT@) Company 


of the Life /nsurance /ndustry 
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Sickness Protection in 42 States, District of 
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surance Service. 


Record Sept. For Bankers Of 
Bankers Life of Nebraska had 
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LIFE yNorer |) 4\\i Sed acts MEDICAL AND SURGICAL REIMBURSEMENT SPI > Securities. F 
2 | | HOSITALIE A TON 585,000. This was a 43% increasé Hives to the po 
GROUP PENSION FRANCHISE BROKERAGE September, 1959. Year-to-date VO any apprecia 


COMPLETE REINSURANCE FACILITIES 
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is up 24%. Anot count u; 
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ver 


(CONTINUED FROM PAGE 5) 
keystones of the plan. 

Unicorn Trust is an open end mu- 
d partie} jyal fund. The idea prevalent in the 
lan couk| ys, that mutual funds are an Amer- 
annually] jean discovery is about as valid as the 
notion held by Ivan Ivanovich that 
| everything useful from a needle to a 
locomotive was invented in Mother 
Russia. The first open end fund was 
created in Scotland in the 1870s. 

In Britain open end funds are known 
he planifas unit trusts. They became popular 
S, Saying there in 1931, and by 1939, when World 
> hospiti] war II broke out, about $350 million 
later sueifof public money was already invested 
1 party iin them. Post-war problems brought 
ided thaJabout a recession in this field of in- 
sign theifyestment, and it was not until October, 
the plag957, that the first mew and indepen- 
_ paid ofdently managed British unit trust in 
York ang years was formed. 

h ap 


vere per. 


Lee coun, 
































‘investment Objectives 


This was Unicorn Trust. Its invest- 
ment objectives are long term capital 
ngent mgrowth and a reasonable income return. 
ended tit has done well by its stockholders. 
fixed @Launched at a share price of 9/6d 
aid wou($1.33), it rose on the open market to 
Ss. He alg1g/ ($2.52), at which time the shares 
mitted $were split three for one. The current 
ith groWiprice is about 7/ ($0.98) per share, 
» felt thafter the split, which is equivalent to 
1 to allofiei/ ($2.94) for each original 9/6d 
ue Shie§($1.33) paid for them by the original 
OrM afinvestors. This represents a profit of 
inistrati®well over 100%. The shares are now 
on a 3.38% gross (before taxes) yield 
that tihasis, and the original shareholders 
come “tifreceived for the past year about 7.8% 
ace risk#iross on the amount they invested. 
ice ame™ Unicorn Trust has two special fea- 
es: First, a savings scheme with a 


lue Criiminimum subscription of 10/ ($1.40) 
n of me—which permits the purchase of single 
Loysen, Unicorn shares from time to time on a 
system Papay-as-you-go basis that is _ well 
dding tiBuited to the British temperament; and 
ss on affecondly, its link with the project 


nown as Equitas (endowment insur- 


tive vigance), operated by the London & 
jue Shi#dinburgh Ins. Co., the purpose of 
is plan§vhich is to combine the advantages of 
experie™ typical endowment insurance policy 
; to awavith those of an investment well 
lies. pread among industrial equities. 


quitas Has Face Value Minimum 


There is one fundamental difference 
between the Equitas endowment policy 


ct d the American variable annuity. 
ymbus, @nder the Equitas plan there is a floor, 
of Gr@ut there is no ceiling. 
of Uni] Equitas endowment insurance guar- 
wis D.Ri§ntees the payment of the full sum 

hsured either upon the insured’s sur- 

ival to the maturity date or upon 
Men M is earlier death. The difference be- 

ween this and other regular endow- 
of Sedlfhent plans is that, under Equitas, a 
iters “SEroportional part of the sum insured 
ne dip assumed to have been invested in 



















aMPnicorn shares at approximately the 
Mmates of payment of each premium. If 
maturity or on earlier death the 
Weregate value of the Unicorn shares 


mbers; sumed to have been purchased 
nomics ows an appreciation in value, that 
t We “pprreciation is added to the amount of 
nd fhe sum insured. Should there be a 


epreciation in value of the shares, 
— the sum insured is not re- 
ced. 

The project does, of course, have 
oblems that are not present in or- 


s Of 
ka had 


e im : hary insurance. One of them is that 
Sep “Be insuance company must invest in 
yrittet, Bnicorn shares or equivalent underly- 


otaled 4 
crease 
late vo! 


8 securities. But since the company 
ves to the policyholder the benefit 
any appreciation in share value, it 
nnot count upon that appreciation, 
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as other companies do, to meet the 
contractual claim for the basic sum 
insured. All that the company receives 
for building up Equitas reserves is the 
income collected and accruing on the 
investments in the meantime. Since 
the typical investment yield ordinarily 
enjoyed by a life company is not 
available to it, Equitas must charge a 
premium somewhat above that re- 
quired for a non-variable endowment 
policy. 

Safety Factors 

The higher premium charged for 
Equitas is expected to offset what 
otherwise could very well be an in- 
surmountable hazard. The life com- 
pany and its policyholders are further 
protected by the spread over the years 
of the company’s obligations and by its 
central and general reserves held as a 
final defense for hazards of an as yet 
imponderable nature. Additionally, ac- 
cording to Mr. Stewart, Equitas adheres 
to the cardinal principle that its scale 
of operations must be kept within 
prudent limits dictated by the com- 
pany’s available reserves. 

Guarantee of the face value “floor” 
for Equitas variable insurance natur- 
ally adds a hazard that is not present 
in the variable annuity or in a non- 
variable endowment policy. Heavier 
reserves are required for it than would 
be necessary without the Equitas 
feature. Precisely how heavy these 
reserves must ultimately be will be 
known only as a result of years of 
experience, as is the case with all new 
forms and risks in all branches of the 
insurance industry. 

In the meantime, according to the 
sponsors of the project, the free re- 
serves of the company would be used 
if at any time it were necessary to 
supplement the life fund created by 
the premiums or the Unicorn stock 
which represents the investment of 
the Equitas premiums. 


Surrender Value 


Equitas has a surrender value com- 
parable to that of any regular endow- 
ment policy. And the discount on sur- 
render will be as considerable as it is 
on other endowment policies, so the 
company is protected in that respect. 
It would hardly pay to surrender an 
Equitas policy merely because Uni- 
corn shares are currently high and 
policyholder thinks that they might, in 
the future, fall. 

An Equitas policy, like any other, is 
suitable security for a loan. But, un- 
like other policies, it cannot be made 
subject to a policy loan in any ordin- 
ary circumstances by the life company 
concerned, for that would sacrifice its 
inherent character. 

An Equitas policy requires the in- 
vestment of the reserves by the insur- 
ance company in Unicorn shares or the 
equivalent. This precludes the invest- 
ment of those same reserves in policy 
loans. Funds can be made available for 
policy loans against Equitas policies 
only in the most unusual circumstances 
and to a very limited extent. 

Equitas, for the same reason, incor- 
porates an automatic paid-up policy 
condition effective when premiums are 
not paid, instead of the premium loan, 
non-forfeiture conditions, often favored 
on other policies. 

Extending Horizons 

From a life company’s point of view, 
managing a portfolio of Equitas policies 
provides some interesting technical 
and accounting problems. Just how 
ought the policies to be valued? How 
should the published accounts show the 
claims paid out of the capital profits 


that are fundamental to the whole 
scheme? 

These are wholly new problems. 
They have been brought into being by 
the new features of Equitas, and it 
will be interesting to see how they, 
and other questions that are sure to 
arise, will be answered. 


Some Consider It Dangerous 


Some companies view the Equitas 
plan as a dangerous voyage into un- 
known and uncharted seas. Others, 
not willing to pass it up altogether, 
rely upon privately invested funds of 
their own for measurement of share 
value appreciation and income, or 
operate an_ installment-endowment 
plan of which the benefit is the se- 
lected unit trust shares fully paid at 
the maturity of a policy or the earlier 
death of the insured. 

Only the London & Edinburgh, in 
all of Britain, has put into effect the 
concept of an endowment variable in- 
surance related to an independently 
operated though commonly controlled 
open end unit trust, guaranteed to pay 
in one sum only at maturity or death 
not less than the face value of the 
policy. 
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An invitation to all members of 
NALU to attend the national associa- 
tion’s midyear meeting in Fort Lauder- 
dale next April is extended by Florida 
Assn. of Life Underwriters through its 
president, David Blatt, Mutual of New 
York, West Palm Beach, and its senior 
vice-president, Herb Brinkley, Inde- 
pendent Life & Accident, Tallahassee. 





driving would be much too hazardous. 


details. No obligation, of course. 
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Highway warning signs have but one purpose—PROTECTION! Without them, 


Another danger that claims more than its share of victims is loss of income 
because of disability by accident or sickness. More and more it appears that 
modern man cannot survive financially for more than a few weeks without his 
paycheck. Without that paycheck, acquiring even the bare necessities of life 
becomes a problem. That's why it is so essential to include Disability Income 
Insurance in your client's program of protection. 

The American Casualty portfolio of Disability Income policies contains a plan 
for every need and every budget. Included are Overage plans, Guaranteed 
Renewable, Impaired Risk... plus excellent Salary Continuance programs for 
groups. Rates are competitive, commissions are attractive and the agent's 
continued ownership of the business is assured. Mail the coupon now for complete 
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Editorial Comment 
Answerirg The Reader's Digest Again 


We're glad to see that Mutual of 
New York has done such a good job 
of alerting its field force to the num- 
erous inaccuracies and inaccurate im- 
plications contained in the article 
“Have You Read Your Insurance Poli- 
cies Recently?” contained in the Read- 
er’s Digest for October. Elsewhere in 
this issue will be found Mutual’s cir- 
cular to its field force and a copy of a 
letter from President Roger Hull of Mu- 
tual to DeWitt Wallace, editor of Read- 
er’s Digest. We are printing them for 
their value in enabling field men of 
other companies to answer questions 
that may be generated among their 
clientele by the Digest article. 

Because of its multi-million reader- 
ship, the Digest is in a position to do 
large-scale disservice to any industry 
it permits its authors to take a swipe 
at. The industry receiving this treat- 
ment has no very effective way of 
setting the record straight, although 
perhaps an advertisement in the 
Digest would be a good means. If the 
Digest refused to run a temperate but 
accurate advertisement specifying just 
what was wrong with the critical ar- 
ticle, the publication would certainly 
look as if it was afraid of the truth, 
so we doubt that it would dare to re- 
fuse such an ad. 

This is not the first time the Digest 
has been a source of annoyance to the 
insurance business. A few years ago 
a midwestern lawyer wrote a piece 
that was highly critical of A&S insur- 
ance. Then there was an article on 
labor racketeers that made some whol- 
ly unwarranted insinuations about the 
then superintendent of insurance of 
New York, implying he was cooperat- 
ing with crooked labor bosses. 

Not a _ scintilla of evidence was 
printed to show that this was the case; 
it was just innuendo. Being fully con- 
fident that there was nothing of the 
kind going on, we challenged the 
Reader’s Digest to produce evidence or 
else apologize to the superintendent of 
insurance. It did neither, its position 
being that it preferred to rely on the 
trustworthiness of the man who wrote 
the article. 

But a publication is responsible for 


the accuracy of what its writers write, 
and its responsibility is not lessened 
but rather heightened by the huge 
size of its readership. With all the 
sources known to the Digest’s editors 
where they could have checked the 
accuracy of their latest article, it is in- 
excusable that such erroneous impres- 
sions should have been given to the 
public about the life insurance busi- 
ness.—R.B.M. 


Personals 


Sidney EL. Horman, vice-president 
and director of agencies of Time, has 
returned to his office after a three- 
month absence following an automo- 
bile accident. He conducted about 50% 
of his duties by phone from the hospi- 
tal. On his return, about 100 Time 
employes literally rolled out a red 
carpet for him to travel on crutches 
from his car to the elevator. Mr. Hor- 
man was named “man of the year’ by 
International Assn. of Health Under- 
writers at the annual meeting last 
summer, which honor came to him just 
about the time of his accident. 


Deaths 


Col. SAMUEL D. PEPPER, 82, a 
director and former general counsel of 
Michigan Life, died at Port Huron after 
a long illness. He was a widely heralded 
World War I hero, having won the 
Distinguished Service Cross and other 
medals during overseas service. Col. 
Pepper was a close associate for many 
years of the late Alex J. Groesbeck, 
former governor and former president 
of Michigan Life. 





LOUIS J. TABER, 82, chairman of 
Farmers & Traders Life and a former 
master of the National Grange, died of 
a heart attack. He was a director of 
National Grange Mutual Liability, Na- 
tional Grange Fire and helped organ- 
ize Belmont Mutual Fire. He was 
elected president of Farmers & Trad- 
ers in 1938 and chairman in 1956. 


EUGENE L. STRITCH, 75, a director 
of National Life & Accident and retired 
vice-president and manager of the 
industrial department, died of a stroke 
at St. Thomas Hospital, Nashville. He 
was a brother of the late Samuel 
Cardinal Stritch. 


WALTER V. VERHILLE, general 
agent of Kansas City Life, in eastern 
Iowa, died of a heart attack. His son 
Robert is an agency associate. Mr. 
Verhille was appointed general agent 
in 1949. 


WALTER A. KENNEDY, 80, who 
helped organize Farmers & Bankers 
Life of Wichita, died at his home in 
Martinsville, Ind., after an illness of 
three weeks. 


More Speakers Listed 
For LIAMA Annual In 
Chicago, Nov. 14-17 


A description of one company’s 
growth committee activities and a dis- 
cussion of the need for planning and 
follow-through in this area by Edward 
B. Bates, 2nd agency vice-president of 
Connecticut Mutual Life, will open the 
Wednesday morning session of 
LIAMA’s annual meeting in Chicago, 
Nov. 14-17. 

“Market of the 60s,” a film presen- 
tation, will be followed by a symposi- 
um, “What’s Happening in the Mar- 
ket Place?” which Henry W. Persons, 
Lincoln National Life, will moderate. 
Participants in the symposium will 
be Robert B. Coolidge, Aetna Life; 
Edward A. Fish, Equity Annuity Life; 
Clifford L. Morse, Phoenix Mutual Life; 
Elmer L. Nicholson, Connecticut Gen- 
eral; C. R. Pettigrew, College Life; 
John D. Saint, Southwest Indemnity & 
Life; Robert T. Templin, Northwestern 
Mutual; William E. Van Brunt Jr., 
Equitable Society; L. B. Van Treese, 
Wisconsin National, and George N. 
Watson, Crown Life. 


Shackelford To Speak 


George H. Shackelford, Travelers, 
the first speaker Wednesday after- 
noon, will deliver a speech titled, “All 
Lines—Progress and Problems.” 

A talk by Homer G. Wood, Mutual 
of New York, “Hello and Good Buy,” 
will tell about his company’s study of 
policyholders as prospects. 

The afternoon session will close with 
a presentation by LIAMA staff mem- 
bers on conventions and meetings. 





Republic National Life has been li- 
censed in Vermont and now is ad- 
mitted to 43 states, Puerto Rico and 
District of Columbia. 
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By H. W. Cornelius of Bacon, Whipple & Co, 
135 S. La. Salle St., Chicago, Oct. 18, 1969 
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Aetna Life . a 8) —ga._ fot Life 
American General 30% 314, Jautomat: 
Beneficial Standard ................ 13 14 LOMA C 
Business Men’s Assurance 39%. 4 billing C 
Cal.-Western States 0... 47 49 
Commonwealth Life .. 19 29 be proce: 
Connecticut General .... 383 390 «Jscanner. 
Continental Assurance .... 156 160 j 
Franklin Life ...cccsscsseseen 66 gy pummitte 
Great Southern Life .... 65 the stand 
GAEETIFS: eccoscssccssetcrstisiet 17 ~—- gu, ‘The st 
Jeff2rson Standard ........ 40 41 Jmade pu 
Liberty National Life .... 5742 59y , 
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Lincoln National Life .... 204 ag. finental A 
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Ohio State Life sccccccecsusssscnsnenee 41 ‘peainst rit 
Old Line Life 60 —_— Big Processing 
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Southwestern Life o..ccccssssusom 51-54 eS equi 
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ica “As ar 
‘Medicare’ Program rte sald 
Bs ion appeal 

Now In Effect In Mich. }z.tt is su 
past, we 


Michigan’s part in the federally. 
authorized “medicare” program algrocessed 
ready has been launched in four of thg@22°: 
state’s most populous counties, and j Accordin; 
will be operative throughout all ope conti 
Michigan by the end of the month. = the { 

Willard J. Maxey, state social weip'itements: 
fare director, said facilities were pup —bility 
into service in Wayne (Detroit), Geng®e nd 
esee (Flint), Oakland (Pontiac) ang Per lin 


Kent (Grand Rapids) Counties. pr recognit 
“Every county bureau,” Mr. Maxed Proper 
explained, “has been supplied witg’7@mce in 
pamphlets that explain the whogat of char 
program, including eligibility requirefestricted R. 
pe iia I don’t anticipate any gre Ability 

: 0 lines, pr 
























Legislators approved Michigan’s par 
ticipation in the program at a brie 
special session last month. It is anti 
cipated that 60,000 old persons noq 
collecting old age assistance will } 
eligible for home nursing and an eq 
number not receiving old age assi 
tance, but considered classified 
medically needy, will receive stall 
dard Blue Cross-Blue Shield-type h 
pitalization and surgical benefits 
passing a means test. 


bcuments. |] 
buld be rea 
g area for 


Mutual Benefit Prepaid 
Contracts To Be Prizes 
In Scholarship Contest 


The two major prizes in a nati 
scholarship contest sponsored by | 
publishing firm of Grosset & Dui 
will be Mutual Benefit Life prep 
contracts maturing at age 18 in’ 
amount of $5,000. 

The two scholarships, one to a 
and the other to a girl, will be a 
ed for the best 25-word essay ™ 


completes the statement, “I like (til unusua! 
of the book) because. . . .” Statemelixe succe 
must be written about one of ti chairman 
Grosset & Dunlap books recently PUBilip A, Hog 
lished for young people. , Orlando, 
The contest opened Oct. 20 and en@ent NALY ¢ 
Dec. 31. Contestants must be MR with NAL 
than 8 years old and under 13 a E. North, 
Dec. 31. Entry blanks for the conl@™@, Il, who ad 
are being made available through nd year. 
cal bookstores and libraries. - the 
haat 3s ught the ro 
First National Life of Phoenix MP at the tin 
been licensed in Washington. to the ¢ 
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Standardized Optica 
Scanner Called For 
By LOMA Committee 


A subcommittee on optical scanning 
of Life Office Management Assn.’s 
automation committee has called on 
144 ILOMA companies to design premium 
41 filling documents so that they may 
pe processed by a standardized optical 
canner. At the same time, the sub- 
committee suggested specifications for 
the standardized device. 

The subcommittee’s findings were 
41 nade public during LOMA’s annual 
akonference in Toronto. Presentation 
4Ivas made by S. Charles Corte, Con- 
inental Assurance. 

An important factor in the battle 
gainst rising costs in the area of data 


le & Co, 
8, 1960 
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31 3 Kmplifying the specifications of scan- 
4 o jing equipment because the cost of 


321, 4 prese devices is in direct proportion 
31 f the amount of “sophistication” re- 


“As a result of our studies,” Mr. 
orte said, “the largest single applica- 
ion appears to be remittance account- 
g It is suggested that in this area, at 
past, we design our document to be 
rocessed by a standardized optical 
anner.” 


“ of a According to present concepts, Mr. 
m4 pe orte continued, this scanner would 
" * ave the following performance re- 


uirements: 

—Ability to read a minimum of 
hree and one-half inches of numeric 
ata per line, with sufficient tolerance 
Br recognition of manual code marks 
nd proper reading of data with some 
ariance in the spacing and align- 


“a wu hent of characters. 
y requiregestricted Reading Area 
any greq 


‘B—Ability to read a maximum of 
0 lines, preferably in one pass of the 
.cuments. For simplicity, agreement 
buld be reached on a restricted read- 
g area for the forms (for example, 









unusual distinction of being 
med to succeed himself as member- 
ne of DMP chairman of NALU belongs to 
cently pumilip A. Hoche, left, Kansas City 
, Orlando, Fla., shown here at the 
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through econd year. The membership acti- 
2S. ts in the NALU year just ended 
ught the roster to a new high of 

at the time Mr. Hoche made his 
tt to the convention. 






Statemel 








>hoenix 
yn. 









LIFE INSURANCE EDITION 


either top or bottom with no data 
within one-quarter inch of any edge). 

—Output to be punched cards. 

—Ability to identify or select re- 
jected, unread documents. 

—tType font to be spaced 10 charac- 
ters to the inch. It should be one 
standard compatible size and _ style 
which would be readable with a con- 
sistently low reject rate. 


Most Important Item 


Mr. Corte said that the flexibility 
and equipment interchangeability 
along with the resultant economies af- 
forded by a universal type size and 
style makes “this the single most im- 
portant item to be given serious con- 
sideration by both the printing and 
scanning equipment manufacturers.” 

A preference for punched card out- 
put was indicated primarily because 
the majority of insurance systems, 
now and in the foreseeable future, are 
geared to punch cards, “although we 
grant that magnetic tape output has 
economic appeal to some of our large 
companies at the present time,” Mr. 
Corte said. 


Osler Sees Wide Open 
Market For Health Cover 
In Estate Planning 


The application of health insurance 
in estate planning and business insur- 
ance is a “wide-open market,” R .W. 
Osler, president Underwriters National, 
told members of Evansville Estate 
Planning Council at the October meet- 
ing. 

“Wherever an interruption of earned 
income would throw an estate plan 
awry, there is a need for health insur- 
ance,” he said, “and the need for it to 
buttress the estate against the unpre- 
dictable costs of final expenses is clear 
to anyone who gives it a _ second 
thought. 

“Say ‘keyman’ to the average health 
insurance writer, and he thinks only of 
salary continuance,” Mr. Osler pointed 
out, “but what about indemnification 
of the business for loss of his services? 
True, if salary continuance enables it 
to recapture his salary, it has some 
indemnification; but often the loss of 
the services of a key man costs the 
business more than his salary alone. 
Health insurance can make up at least 
part of the excess loss. 


Paying Full Salary 


“Assume a key man earning $10,- 
000 a year and in a 23% tax bracket. 
The company can replace his net sal- 
ary with a $641.41 of disability income 
insurance a month. If he receives 
that much in tax-free disability ben- 
efits, the company is, in effect, paying 
him full salary during disability. 

“Under today’s underwriting rules, 
it can buy at least $260 a month more 
on him. This portion it can make pay- 
able to itself. If it is in a 52% cor- 
porate tax bracket, the $260 coming in 
tax free, as it will, is worth $500. The 
corporation recovers the key man’s 
$833.33 salary a month plus an effec- 
tive $500 from the coverage payable 
to itself. The employe gets the equiva- 
lent of $833.33 tax free; so out of one, 
$900 a month policy, you get an effec- 
tive $2,166 gross ($833 recovered salary 
$500 value in benefits to corporation, 
$833 in value of benefits to disabled 
key man). It’s a deal that should attract 
any corporation—unless it is nuts!” 

Mr. Osler urged agents and trust 
officers to think of the application of 
health insurance in all estate plan- 
ning and business insurance cases. “At 
the risk of making you mad, I charge 
that if you don’t, you are betraying 
your clients,” he said. 


Leaders Of Postal 
Life Given Policy 
Portfolio Changes 


A whole new series of portfolio 
changes were introduced by Postal 
Life at its annual sales meeting in the 
Balsams Hotel, Dixville Notch, N. H. 
Included in the preview for leading 
agents, brokers and general agents 
were a new quantity discount system, 
lower rates for women through age 
setback, triple indemnity and a new 
rate book, proposal forms and stuffers. 

Release of the new additions to the 
portfolio is anticipated for Nov. 1. 

Postal Life President George Ko- 
lodny welcomed the production lead- 
ers and Edward J. Brown, assistant 
director of agencies, and Richard B. 
Burstein, associate actuary, gave some 
of the details of the new changes. 

The quantity discount program con- 
sists of five volume bands with gradu- 
ally increasing discounts with higher 
face amounts. The basic premium is 
in effect to face amounts of $2,499; 
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from $2,500 to $4,999, the discount is 
$1.50 per $1,000; $5,000 to $9,999, it is 
$3; $10,000 to $24,999, it is $4, and over 
$25,000 it is $4.50. 

The lower rates for women apply to 
ages 18 and older. They will be treated 
the same as a male three years younger 
with regard to premium rates, values 
and dividends. 

The availability of triple indemnity 
was also announced at the meeting, 
as was a substantial rate reduction at 
almost every age for family income and 
level term riders, waiver of premium 
and accidental death benefits. Also 
introduced was family income to age 
65 and supplementary term to age 65. 

Mr. Brown handled the introduction 
of the rate book, while Joseph M. 


. Fenton Jr., director of sales promotion, 


introduced the proposal forms. 

Donald L. Smith, director of agen- 
cies, was chairman of the meeting, 
which was attended by some 10 qual- 
ifiers and home office executives and 
their wives. 


Cornbelt Life of Freeport, Ill., has 
retained System Sales & Service of 
Indianapolis to activate an ordinary 
life agency system. 








North & South & East & West 


a 


A year from now will you be climbing . . . or stuck? Many agents 
have found the way up is to become associated with the State Life— 
one of the fastest growing companies in the nation. Last year sales 
jumped 65% and insurance-in-force 18%. With a vigorous agency 
building program we are constantly seeking keen men who are sold 
on selling life insurance and want to reach new heights. Yes, State 
Life offers everything that it takes to interest and develop agents and 
agency managers. For the man short on experience State Life gives 
the finest training for a happy, profitable career . . . and, likewise, for 
the man with experience, growth is unlimited. Write today with- 
out obligation and start climbing. 





DIHL H. LUCUS—Vice-President and Director of Agencies 


abate 


SraTe LIFE 


Insurance Company 


Indianapolis 
A MUTUAL COMPANY FOUNDED 1894 
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Life Associations Protest Tax Regulations 


(CONTINUED FROM PAGE 1) 
effective, contrary to any possible in- 
tention of Congress, four provisions of 
the life insurance company income tax 
act of 1959. These four provisions deal 
with special treatment for pension 
plan reserves, the procedure to be 
followed when a company changes the 
basis for computing its reserves, a 
method by which a company calculat- 
ing its reserves on a preliminary term 
basis could revalue its reserves on the 


( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
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in advance. 


THE NATIONAL UNDERWRITER— 








WANTED 
REGIONAL SUPERINTENDENTS 


Must have had successful experience in re- 
cruiting and developing full time Life and 
A&S agents. Age 28-45. Some college de- 
sired. Three positions open. Develop Mich- 
igan, Northern Ohio and Indiana areas. 
Attractive Salary — Realistic Bonus Ar- 
rangements—Group and Pension benefits 
| —Company Auto and expense account. 
This Company is over 50 years old and is 
embarking upon an expansion program. If 
you are interested in this opportunity, sub- 
mit a resume complete with photograph to 
Box U-14, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. Inquiries 
held strictly confidential. 








BRANCH MANAGER WANTED 
FOR TORONTO CANADA 


Continental Assurance Company offers excellent 
opportunity for qualified person to head up 
Toronto office. This branch is developed but 
managership is new position. Individual must 
have both brokerage and career experience 
with U.S. Company. Must be under 40. Will be 
housed in our new Canadian head office. Write 
particulars to: 


H. S. Betts 
Continental Assurance Co. 
310 S. Michigan Ave. 
Chicago, Illinois 








FIELD SUPERVISOR 


Expansion program of old established Mid- 
west Life Company now affiliated with 
large industrial concern, has opening for 
supervisor to cover Midwest area. Appli- 
cant must have proven ability to hire and 
train new men. Good opportunity for ad- 
vancement if you are capable, also good 
starting salary. Please give full details in 
first letter. Our men know of this ad. We 
will respect your confidence. Box U-22, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ACTUARY WANTED—Opening for a Fel- 
low of the Actuarial Society. Middle West 
location with a highly successful firm of 
Actuaries and Employee Benefit Consult- 
ants. Profit-Sharing, Pension and all Fringe 
Benefits. Also a chance to acquire part- 
ownership in Company. Experience in this 
field unnecessary. Applicant must not be 
over age 40. Reply to Box U-21, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Slinois. 








higher net level premium basis for 
tax purposes, and the use of adjusted 
life insurance reserves in determining 
policy and other contract liability re- 
quirements for reserves other than 
pension plan reserves. 

3. The legislative history of the 1959 
tax act clearly shows the intent of 
Congress to allow companies latitude 
in fixing reserve standards. 

4. In practice, reserves “required by 
law” are often in excess of those ac- 
‘cording to the statutory minimum 
standards. 

In its objections to that part of the 
proposed regulations dealing with un- 
earned premiums and unpaid losses on 
non-cancellable life, health or accident 
policies, the insurance statement said: 


Objections Told 


“Our objection. ...is that it is 
open to the construction that all un- 
earned premiums and unpaid losses on 
non-cancellable policies are to be ex- 
cluded from life insurance reserves, 
and are taken into account only for the 
purpose of determining whether a 
taxpayer is a life insurance company. 
Any such result would be squarely in- 
consistent with the current statutory 
provisions on their face, with the his- 
tory of these provisions, and with 
prior regulations under similar provi- 
sions.” 

Discussing deposit administration 
contracts under the new tax law, the 
statement said: 

“The net effect of the proposed 
regulations is that pension plan reserve 
treatment under section 805 (D) is 
denied to deposit administration plans 
and that only the guaranteed interest 
credited to these funds is includible in 
interest paid under section 805 (E). 
The deposit administration type of 
group annuity contract represents a 
substantial portion of the pension 
business currently conducted by life 
insurance companies. If the companies 
are denied the reserve deduction for 
these contracts and at the same time 
are prohibited from deducting the full 
amount of the interest they actually 
pay or credit on the funds they hold, 
they will be saddled with an impos- 
sible competitive handicap.” 

Turning to the proposed regulation 
providing for the inclusion in gross 
investment income of interest attribu- 
table to the payment of premiums on 
other than the annual basis, the insur- 
ance associations said: 


Unsupported By Law 


“We submit that this. ...is (1) 
unsupported by the provisions of the 
new law, (2) inconsistent with the 
administrative determination of in- 
vestment income under the various 
life insurance company income tax 
acts enacted during the past 40 years, 
(3) inconsistent with section 809 (C) 
(1) dealing with the gross amount of 
premiums, and (4) inconsistent with 
section 818 (A) providing that com- 
putations entering into the determin- 
ation of taxes shall be made in a man- 
ner consistent with the insurance 
company annual statement approved 
by the National Assn. of Insurance 
Commissioners.” 

The associations stated that the pro- 
posed regulations dealing with interest 





LIFE INSURANCE SALES 


A leading broker-consulting firm in Los Angeles, 
California desires aood producer with knowledge 
of business insurance, programming, estate plan- 
ning, etc. C.L.U. preferred. Send resume to Box 
U-18, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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paid failed to recognize the following 
points: 

1. The term “interest paid’ means 
all interest paid by life insurance com- 
panies for the taxable year, not just 
amounts relating to insurance and 
annuity contracts. 

2. The definitions of “indebtedness” 
and “interest” in section 1.805-8 (B) 
(1) exceed the requirements of the 
interest paid deduction either as con- 
templated by the statute or as under- 
stood by these terms generally and 
under section 163 of the code, allowing 
the interest deduction for other tax- 
payers. 


Apply To Amounts Set Aside 


3. The term “amounts in the nature 
of interest” as expressed in the legis- 
lative history and in terms of the 
statute applies generally to amounts 
set aside with respect to insurance and 
annuity contracts other than as re- 
serves. 

4. The addition of paragraphs (3) 
and (4) to section 805 (E) expand 
further the intention of Congress to 
allow either as interest paid or as re- 
serves all amounts reasonably attribu- 
table to the company’s contract or 
other policy liabilities. 

In their letter to the commissioner 
on the proposed tax regulations ALC, 
LIA, and LIC also commented upon 
sections relating to non-cancellable 
life, health or accident insurance 
policies, reserves with respect to risks 
reinsured, reserves and__ liabilities 
which do not qualify as life insurance 
reserves—cancellable contracts, mort- 
gage origination fees and taxes of 
shareholders paid by a corporation. 


Lawyer Urges More 
Searching Questions 


(CONTINUED FROM PAGE 4) 

he said. “One is that the company ac- 
cepted the premium and therefore it 
should pay the claim, or that juries or 
judges, or both, are just naturally 
prejudiced against insurance compa- 
nies, and nothing can be done about it, 
or that the insurance company has lots 
of money and the widow has very little 
or none—or any combination or varia- 
tion of these and other similarly un- 
satisfactory explanations. 

“My hypothesis is that’ we must 
plead guilty to the charge of failing to 
exercise our ability to ask questions. 
If this is not a duty to the policyhold- 
ers in mutual companies and the stock- 
holders of stock companies, it is at 
least a practice which deserves very 
careful reconsideration from time to 
time. 

“Let’s put the applicant on notice, 
in unequivocal terms, that we are in- 
terested in all his activities which are 
material to the risk. By doing so we 
will possibly save our companies, col- 
lectively, hundreds of thousands of 
dollars in the next decade alone. 

“And possibly of even more real im- 
portance, we may contribute to a 
strengthening of the ethical and moral 
fiber of the entire policyholding public 
by impressing upon them that a life 
insurance contract is indeed one re- 
quiring the highest degree of good 
faith on the part of both parties.” 


American United Has 20% Gain In 
September, 12% For Three Quarters 

American United Life’s 1960 sales 
reached $284,039,720 at the end of the 
third quarter while sales for Septem- 
ber showed an increase of 20% over 
the same period a year ago. Sales in 
direct and reinsurance were 12% 
ahead for the first nine months of 
1960. American United’s insurance in 
force is now at the $1.5 billion mark. 
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New Management 
Plans Stirring Keen 
Interest, Says Huey 
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Today broad general interest is bein 
expressed in managerial developme 
plans—in industn 
at the college leva 
and in the life jp 
surance busines 
according to By. 
kett W. Huey, dj. 


of LIAMA, wh 
spoke before 





Burkett W. Huey 
Chicago. Her 
ported that several of the larger 
companies—some for many yea 
have carefully studied the need an/ 
have developed their own programs, 
Within the past year, he said, tw 
important official steps have been ad¢ 
ed by LIAMA in this field. These ay 
a two-week school for agency depar; 
ment officers and a one-week orien 
tation course for newly-appointe 
managers. 


More Concerned With Agent 


Historically, life companies ha 
been much more concerned with ager 
development than management de 
velopment, Mr. Huey said. Whe 
managers or general agents have bea 
appointed the most common yardstid 
has been: “How did he do as 3 
agent?” The assumption has been thg 
the successful agent would be a suc 
cessful manager. 

While many successful agents ha 
become outstanding managers, man 
agerial selection based purely on ager 
performance is a narrow point ( 
view, Mr. Huey said. It fails to con 
sider these vital factors: 

1. Management and selling are ti 
distinct and separate functions. 

2. The urgency for business organ 
izations to give top priority to th 
whole process of selecting, educating 
training and maturing their leader 

3. The fact that management de 
velopment must be related to indi 
vidual company objectives and neeé 
if the company is to meet the chal 
lenges and opportunities ahead. 

There is a contrast of skills betwee 
agent and manager, and in life insur 
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other businesses, the agent’s job is 1 
a lesser one than that of managemet 
The agent’s job independently is 
wonderful career, offering full scop 
for individual growth and _increasé 
earnings. 

“In life insurance, whether a mé 
belongs in production or managemeél 
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is not really a question of advancemel§ 3,...6 By; 


or promotion,” Mr. Huey said. “Th 
question can more properly be state 
as one of classification of talents. 

“We have often left the implicatio 
in our recruiting and training ti 
management was an inevitable a 
natural promotion.” 


Praetorian Mutual Has Big Gains 

Praetorian Mutual Life of Dallas # 
records in several categories durl 
the first three quarters of 1960. Li 
insurance in force reached $104,445 
000. Production of issued and paid-ft 
so far in 1960 exceeds $26,000,000, at 
premium income has _ increased ap 
proximately 25% during the fi 
three quarters. 


















Spur 


M 








HARRY | 


Ie 











or 22, 19%October 22, 1960 


Relationship Of Home 
Office, Training Of 
Field Men Explored 


A lawyer, an actuary, an economist, 
and a life company president, speaking 
at the fall meeting of New York Area 
Training Directors Assn., told how 
their activities inter-relate with the 
training of field personnel. 

‘) The supervising and interpreting of 
the life igestate planning ideas and business in- 
> busines@surance possibilities were pointed to 
i py Price H. Topping, vice-president 
‘Band general counsel of Guardian Life, 
of institygas areas in which the company legal 
and training departments work to- 
gether. 

Milton J. Goldberg, director of re- 
Hsearch of Equitable Society, reviewed 
ukthe actuarial responsibilities of creat- 
wEing and designing new policies, noting 
‘Mthat it is the training departments’ 
‘responsibility to inform the field force 
ukof those innovations. 


Aid To U. S. Economy 


e need ay Orson H. Hart, 2nd vice-president 
rograms. §. 4 director of economic studies of 
e said, tiv. York Life, pointed out that the 
American economy can be aided by 
felling the types of life insurance that 
ill enable life companies to contribute 
apital to the economy. 

The concluding speaker on the pro- 
sram, Richard E. Pille, president of 
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tude is best set by the training depart- 
ment; the training department should 
be, and generally is, the major source 
of suggestions for company betterment 
and development; the training depart- 
ment can and should be one of tke 
most important catalysts in making for 
a team operation within the company, 
and the training department must 
know its own job and how to do it. 


Congressmen, Aspirant 
Debate Health Care Law 
Before Indianapolis Assn. 


A forum discussion of the degree to 
which the federal government should 
enter health insurance opened the 
meeting season for Indianapolis Assn. 
of Health Underwriters. 

Panelists Sen. Homer Capehart 
(Rep., Ind.), Rep. Joseph Barr (Dem., 
Ind.), and Republican Congressional 
candidate Donald Bruce analyzed the 
implications of the health care bill 
passed recently by Congress and of- 
fered their views of the role of the 
government in health insurance. Ed- 
ward H. O’Connor, managing director 
of Insurance Economics Society, was 
moderator. 

Sen. Capehart reminded his audience 
of the traditional humanitarian inter- 
ests of the American people in the 
welfare of the sick and the elderly, 
and Rep. Barr termed the new legis- 
lation “an excellent bill.” 

Rep. Barr commented that his per- 
sonal decision to vote for the bill was 
based directly on recommendations of 
International Assn. of Health Under- 
writers and American Medical Assn. 
He then accused IAHU of demonstrat- 
ing a self-contradictory attitude to- 
ward his decision by criticizing the 
health care bill which it had specific- 
ally recommended for his considera- 
tion. Mr. O’Connor replied that the 
IAHU recommendation represented 
theoretical opposition but practical 
support of one bill determined to be 
the least radical of several which had 
been introduced in Congress. 

Candidate Bruce warned that the 
federal government is not “an instru- 
ment of love” and that federal aid is 
‘no answer.” He criticized government 
programs as “something for nothing” 
and “a lien on the future of our chil- 
dren.” 

Referring to the question of inequal- 
ity of requirements of individual states 
for obtaining government funds, Mr. 
Bruce assailed the recent health care 
legislation as being “economically pu- 
nitive” for those states requiring less 
assistance. 


John Hancock Eight-Months 
Sales Show Gain Of 2.1% 


Sales of new paid-for life insurance 
by John Hancock during the first 
eight months amounted to over $2.3 
billion, an increase of 2.1%. Sales 
leader for the period was the premium 
notice ordinary life, amounting to $1.1 
billion, compared with $1.07 billion 
last year. Monthly debit ordinary sales 
totaled $624 million, as against $596 
million. Group sales were $508 million, 
a gain of $6 million, and weekly in- 
dustrial, $145 million, down $9 million. 


Bankers Of lowa Has Big Sept. 

New business of Bankers Life of 
Iowa in September totaled $41,136,053, 
an increase of more than 51% over the 
same month last year. Ordinary totaled 
$28,581,971, up more than 68%, and 
group reached $12,554,082, an increase 
of more than 23%. For the first nine 
months new business amounted to 
$335,024,271. Total in force at the end 
of September was $3,733,765,264. 


Young Marrieds Advised 
On Life Insurance By 
‘Good Housekeeping’ 


A two-page article on life insurance 
is appearing in the November issue of 
Good Housekeeping magazine, titled 
“Insurance for Young Marrieds: How 
Much and Which Kind.” 

The individuality of each couple’s 
program and the need for expert advice 
in programing is emphasized, with the 
conclusion that “the qualified under- 
writer can help you tailor an insurance 
program to meet the specifications you 
set.” 

Suggestions are made to the reader 
to help him arrive at these specifica- 
tions, with a checklist of needs and 
resources outlined. It is pointed out in 
the article that a couple will discover 
its needs are more than can be im- 
mediately afforded and that “this is 
where planning can be effective.” 

Discussing the kind of insurance, 
the question of term versus cash value 
is considered with a brief but fairly 
complete summary of the advantages 
of cash value protection. Term insur- 
ance is primarily presented as some- 
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thing, “you and your husband should 
be informed of” as to how it can “fit 
into that program while your needs 
are great and your available funds 
limited.” 


N. Y. C. Life Managers To 
Hear Henry Glenn Of LIA 


Henry R. Glenn, general counsel and 
treasurer of Life Insurance Assn., will 
discuss “Our Common Objectives and 
Current Problems” at the luncheon of 
New York City Life Managers Assn. in 
the Hotel Commodore, Oct. 25. 

Mr. Glenn will explain LIA’s con- 
cern with taxation on the federal 
level, the various social security pro- 
grams and other subjects which have 
an influence on life insurance as a 
savings medium. He will also discuss 
group insurance, old age medical care, 
the O’Mahoney investigation and self- 
employment retirement legislation. 

E. Lloyd Mallon, Massachusetts Mu- 
tual, chairman of the planning com- 
mittee, is in charge of the program. 

Midland Mutual Life will hold its 
1960 management conference at St. 
Clair Inn, St. Clair, Mich., Oct. 24-28. 
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can offer its policyholders . . 
loyalty that extends throughout the entire organization. 
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How do you judge a 


company’s progress? 


Generally speaking, a company’s progress is judged by the 
sale of its product. But a life insurance company is somewhat 
more complex than others. Its product is intangible and it is 
not for the moment, but often for the remainder of life and 


There are many things to consider in measuring the progress 
of a life insurance company. Its sales, of course, and the 
growth of its insurance in force . . . its assets . . . the way its 
policy plans meet current needs . . . the efficiency and training 
of its sales force . . . the completeness of the service which it 
. the enthusiasm and company 


Measured by any of these standards, the Sun Life of Canada 
has been successful ever since its first policy was issued in 
1871, and its progress continues to be sure and steady today. 
Its $9 billion of life insurance in force protects the holders of 
well over two million policies and group certificates; 150 
branch offices from coast to coast in North America provide 
the finest of life insurance service, and its policy plans are 
modern and up-to-date in keeping with the changing times in 
which we live. The Sun Life is, indeed, one of the great life 
insurance companies of the world. 


SUN LIFE ASSURANCE COMPANY OF CANADA 
HEAD OFFICE: 


MONTREAL 
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